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FORREST F. DRYDEN, President 


Home Office, Newark, N. J. 
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AMERICAN 
SURETY 





PAN-AMERICAN 
LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Total Resources Dec. 31, 1920, over  $8,742,060.93 
Insurance issued during 1920, over $31, 433, 676,00 
Insurance in force Dec. 31, 1920, over $91, 408, 227. 00 








The Pan-American Way 


In keeping with the higher Ideals and Ethics of the Business, 
he Pan-American does not seek to ren * agents of other 
fr ag but by interesting men of intelligence, character 


1 clean record, instructing them by correspondence, and as- 
sting them in the active co-operation of specially trained men, 


b: Paes oor eS 
it has built up a field organization that is prosperous and con- aaa 1] 00 BRO ADW AY 


-nted, 
What these agents are doing, you can do, if you have the Office Building 


ill—the Pan-American Way is open to you. 


_Address: E. G. Simmons, Vice=President and General SURETY BONDS BURGLARY INSURANCE 


‘anager, New Orleans, La. 
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UP TO THE MINUTE! 


























The Reliance Life prides itself on always being strictly ‘‘up-to-the- 
minute.” 


























From time to time we have pioneered various new features into the 
field of life insurance. 





Today as the product of years of experimentation we have to offer you: 


THE 
PERFECT PROTECTION 
POLICY 


It is a policy with a human appeal! 

























































































In it is combined full life and accident and health protection. Under 
this regime we can and do provide accident and health insurance for at least 
one-third less cost than regular casualty companies. 




















A policy containing the sulphitic features we have introduced gives you 
‘the something different”’ to talk to your prospects. 

It will stand the test of grilling competition—and come out victor. 
Time has proved that. 























AND— 


Our agency contracts are more than liberal. 

















How about a connection? 


RELIANCE LIFE INSURANCE CO. 
of PITTSBURGH 


. Farmer’s Bank Building 
PITTSBURGH PENNSYLVANIA 
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Underwriters Laboratories Active 
President W. H. Merrill Tells of Work Being Accomplished 


HAT there is some slight misunderstanding 
of the functions of Underwriters’ Labora- 
tories even by fire insurance company 
officials, in that many persons look upor 
the Laboratories as a rate-making organi- 
zation, was expressed by President W. H. 
Merrill of the Underwriters’ Laboratories, 
who is in New York for several days, in 

an interview with a representative of THE Spectator. “The 
organization offers an engineering service, and is not a rate- 
making body,” he said. Mr. Merrill declared that the purpose 
of the Laboratories is to pass on reliable appliances that will 
decrease the danger hazard and can be safely recommended by 
insurance companies to their policyholders. “Not more than 
ten per cent of the appliances endorsed by Underwriters’ 
Laboratories have resulted in any change in the insurance 
rates,’ Mr. Merrill said. 

Mr. Merrill reported that the work of the Laboratories is 
constantly expanding and that last year 500,000,000 labels were 
distributed. More than a hundred branch offices have been 
located throughout the country and Canada. Besides passing 
on fire apparatus, the Laboratories are now inspecting and re- 
porting upon mechanical and electrical appliances, airplanes 
and devices for the Burglary Underwriters Association. “The 
public has confidence in appliances recommended by the in- 
surance companies because they know that in the case of their 
failure it is the insurance company that suffers,” Mr. Merrill 
added. 

While most of the testing is done at the head offices of the 


Laboratories in Chicago, a well-equipped laboratory for elec- 
trical work is maintained in New York with a staff of engineers 
and inspectors. The New York office was. established to 
handle experiments for Eastern manufacturers, and the work 
is almost entirely devoted to testing electrical switches, fuses, 
household appliances, fire and burglary alarms and electric 
wiring. The office is in charge of Dana Pierce, vice-president 
of Underwriters’ Laboratories. 

Mr. Merrill does not expect that the Untermyer investigation 
will touch any further upon the activities of the Underwriters’ 
Laboratories. 

TWENTY-Five YEARS OLD 

George B. Muldaur, general agent of the Laboratories, in outlining the 
work of that organization said: 

Underwriters’ Laboratories is unique in its organization, purpose and 
methods, representing a growth of more than twenty-five years, during 
which it has built up an unquestionable reputation for accuracy and in- 
tegrity and has become the recognized authority on matters pertaining 
to all devices, appliances, machines and materials in respect to fire and 
life hazards, and theft and accident prevention. It enjoys the confi- 
dence of the Federal government and of States and municipalities, in- 
surance boards and rating bureaus, all of which constantly use and 
depend upon it, although none of them review or pass upon the Labora- 
tories’ findings, and although there is no compulsion, either actual or 
implied, to accept them or to enforce them upon insurers or manu- 
facturers. 

The Laboratories’ purpose is to perform a public service, a service 
most necessary and most valuable. It is not a profit-making institution 
either for itself or for the insurance companies. Its aim is to diminish 
the enormous fire and accident loss by pointing the way to the use of 
materials, apparatus, construction and installations representing prac- 
ticable standards of excellence. The cost to industry and to property- 
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owners represented by the fees paid the Laboratories for tests and for 
its labels are wholly insignificant in comparison with the service ren- 
dered and are less both in individual cases and in the aggregate than the 
costs of technical or professional service with which any comparison 
might be made. 

The standards of the Laboratories are developed not only from its 
own tests and researches and the experience of insurance con:panies, but 
also by constant co-operation with the industries concerned through 
individuals, companies and trade and technical associations. In many 
cases there are so-called industry conferences, which are continuous com- 
mittees for the exchange and discussion of ideas. The Laboratories’ 
standards thus become, not rules imposed by the insurance interests from 
outside, but records of what the experience of insurance organizations 
of manufacturers and users together have found to be attainable and 
economical safe practice. 

The Laboratories’ engineers make their tests to conform with the 
standard agreed upon. 
Anything falling be- 
low is rejected, 
though not until the 
manufacturer, de- 
signer or inventor has 
been called into con- 
ference and given an 
opportunity to correct 
and improve his de- 
vice. Should the test- 
ing engineers’ findings 
be favorable, how- 
ever, they are not yet 
ready to issue, but are 
sent for confirmation 
to one of the Labora- 
tories’ councils. 

These councils, five 
in number, are offi- 
cially. designated as 
Fire, Electrical, Cas- 
ualty, Automobile and 
Burglary, respective- 
ly. Represented in 





their membership are New York TestiInG RooM OF T 


experts of the insur- 

ance companies covering the branches involved, and in some cases 
officials of the Federal, State and municipal governments. No manu- 
facturers or others who might be financially interested are associated 
with these councils. 

If, at the conclusion of the work upon any appliance, system or ma- 
terial, the results are such as to lead to a recommendation for listing as 
standard, a complete report, including findings of the Laboratories’ en- 
gineers, is prepared and submitted to one or more of these councils and 
final action and listing of an appliance or material by the Laboratories 
is dependent upon a required number of favorabie ballots from members 
of the council concerned. The findings of the Laboratories’ engineers 
are thus submitted to the judgment of men of wide field experience. 


DETAILED REPORTS 


If the results of examinations and test are such that a product can- 
not be recommended for listing a detailed report is made to the sub- 
mittor only. 

At the conclusion of the Laboratories’ investigation and of considera- 
tion by the council a copy of the report is sent to the submittor, who 
may obtain duplicate copies at the cost of printing. 

It will be seen, therefore, that there is every reason to respect opinions 
expressed after the grilling and sifting process described. All new things 
pass through an experimental stage, and, where they have a bearing on 
the safety of property and even life, it certainly is the wiser course to 
make the experiments in a well-equippd laboratory under the eyes of 
qualified engineers than by means of public use and by the innocent by- 
stander. This is just what the Laboratories accomplish. They put the 
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burden of proof on the manufacturer, where it belongs, and at the same 
time enable him to perfect his device without risk of disaster. 

The organization has been operated since 1893, when it was founded 
by W. H. Merrill, now, as then, its president. The National Board long 
ago recognized the advantage of having some properly equipped agency 
for experimental work that could be counted upon for dependable advice, 
and whose counsel could be sought by insurance boards, rating bureaus 
and individual companies, as well as the public. It has been so thought 
and acted upon ever since, but there has never been an iota of authority 
vested in the Laboratories over the action of rating boards or com- 
panies. On the other hand, the Laboratories’ action is not controlled or 
dictated by the companies, rating boards or associations. It is self- 
supporting, and its very independence in its engineering judgments gives 
it its standing with underwriters, manufacturers and the public alike. 

As a final safeguard to its clients and itself, the Laboratories have 
established an arrangement with the Bureau of Mines and the Bureau 
of Standards by 
which these bureaus 
agree to act as arbi- 
trators in the event 
of disagreement on 
technical matters be- 
tween the  Labora- 
tories and clients, and 
such arbitration has 
been invoked in sev- 
eral instances. 


Mutual Casualty of 
Jersey City 

The Mutual Cas- 
ualty Insurance Com- 
pany of New Jersey, 
located in Jersey City, 
was recently licensed, 
and began business 
writing liability in- 
surance upon the mu- 
tual plan. For the 
present it confines its 
business to the State 
of New Jersey, writ- 
ing liability business 
at slightly off manual rates, especially automobile risks, on the mutual 
plan and paying no commissions. The officers of this company are: 
President, Frank J. Higgins; secretary, M. A. Kreps; treasurer, George 
L. Record; and its directors are: J. G. Bauvelt, F. J. Higgins, John 
McCutcheon, A. M. Macleod, and G, L. Record 


Seek Lower Rates in Boston 

The public test of the nearly completed high-pressure system resulted 
in a clamor led by newspapers for immediate reduction in the rates in 
Boston. The test, of course, was but a partial one, since the system has 
not been completed, but it afforded a spectacular climax to the resigna- 
tion of John R. Murphy, who has resigned as fire commissioner to be- 
come a candidate for Mayor. Joseph P. Manning has been made Fire 
Commissioner to succeed Commissioner Murphy, who is a man of the 
highest standing in the business world. It is understood that he is 
temporarily filling the office in order to give the new Mayor a free 
hand. 

William Winter Makes Address 

William Winter, vice-president of the Atlantic Mutual and a recog- 
nized authority on marine insurance, addressed a number of local Boston 
marine underwriters on American marine problems. He was the guest 
of the Frank Gair Macomber office. 


Missouri State Life Training School 
The Missouri State Life of St. Louis, Mo., has announced the estab- 
lismment of a training school located at the home office. 
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GETTING TO WORK 
UMMER has gone again. That 
S means that for most of us vacations 
are over and a winter of hard work is in 
store. No excuse now for not doing the 
many things put off during the hot 
weather. And just to add to these stored- 


1 


up burdens about every organization 
insurance men extant is busy starting an 
educational program. If the matter of 
educating agents, brokers and various 
home officials is not well attended to this 
And 
the instructors all 
widely known in the insurance world as 
men of peculiar talent and more than 
the details of the 


year it is certainly nobody’s fault. 


are men who are 


ordinary grasp of 
business. 

In New York, of course, one of the 
most active bodies in this connection is 
the Insurance Society of New York. 
Some day its position may be challenged 
by the Brooklyn Brokers Association, 
especially if the present plans of that or- 
ganization are carried out. The Insur- 
ance Society has for several years past 
given three courses in fire insurance for 
students in various stages of learning. 
The regular programwill be followed this 
year, and added to it will be a course in 
While not as ex- 
tensive a course as that laid out for the 
fre insurance students, the 
course will be the means of 
ment for many ambitious youths in the 


casualty insurance. 


casualty 
advance- 


otices of the various companies and 


agencies. Last the AEtna com- 


year 


Panies conducted a weekly lecture course 
tor brokers upon a variety of subjects 
which was exceptionally well attended. 





It is understood that preliminary ar- 
rangements for continuing these lectures 
are now in course. The Life Under- 
writers Association of New York is back- 
ing a course for embryo, and other, 
agents, which will open at New York 
University early in January. The same 
organization holds monthly meetings 
which will be strictly educational in 
nature during the entire season of 192I- 
22. 

There are those who are inclined to 
be sarcastic in the matter of education. 
These are certain shrewd persons who 
prey upon the honesty of their fellows 
for a living rather than attempt to earn 
it by daily toil or by the exercise of 
straightforward: ability. Education does 
not make a weak man strong, as some 
seem to expect; but it will make a weak 
man less weak, and, furthermore, it will 
make a strong man stronger. Education 
cannot create ability, but it can develop 
it. If insurance executives are 
recommending these studies to their 
staffs will keep that fact in mind the real 
value of the work will at once be ap- 
The opportunities pre- 


who 


parent to them. 
sented the 
ability are exceptional this year; it will 
be too bad if they are not generally ac- 
cepted as such by those whose position 


for development of real 


enables them to forcefully recommend 
others to take advantage of them. 


HE records compiled by the Metro- 

politan Life Insurance Company of 
New York for the first nine months of 
the current year make it seem very prob- 
able that the death rate for the whole 
year 1921, will be considerably lower 
than that for 1920, the decline in the 
first nine months’ period having been 
about eighteen per cent from the level of 
1920. It is notable that the deaths from 
influenza and pneumonia have been lower 
during the first nine months of this year 
and during such periods in any of the 
preceding ten years, and also that tuber- 
culosis, organic heart diseases, Bright's 
disease and accidents, have lower death 
rates than in last year. However, diph- 
theria and scarlet fever seem to be un- 
usually prevalent this and the 
people should be especially on guard 
against those diseases. An unusual num- 
ber of smallpox cases have been reported 
from several scattered districts, and like- 
wise poliomyelitis has been reported from 


5 


year, 


many sections of the country, more cases 
being reported in New York City during 
the fourth week of September than 
during any single week since the epi- 
demic of 1916. During September the 
death rate per 100,000 from all causes 
was 791.6, as against 809 in August, 
1921; 782.7 in September, 1920, and 
989.4 in the full year 1920. In general, 
therefore, it can be said that the death 
rate shows favorably in recent months 
and for the year thus far. 


HAT there is money available for 

the payment of life insurance pre- 
iniums on new policies is manifest from 
a recent analysis of the returns of mutual 
savings banks. Banks of this deserip- 
tion are located principally in the New 
England and Eastern States, and their 
deposits on June 30 last exceeded $5,575,- 
000,000, the number of depositors ex- 
ceeding 9,600,000. These figures denote 
an average deposit account of about $580, 
and they also indicate a considerable in- 
crease in both number of depositors and 
aggregate amount of deposits during the 
previous year, the average deposit having 
also grown to the extent of about $30. 
It would seem that clever life insurance 
solicitors might induce several millions 
of these depositors to use a small propor- 
tion of their deposits in securing addi- 
tional protection for their dependent 
ones, without encroaching to any consid- 
erable extent upon the cash resources of 
the depositors. 


N a recent address before the New 

York Board of Trade and Transporta- 
tion, Nicholas Murray Butler, president 
of Columbia University, criticised the 
careless and ineffective way in which 
He also ob- 
jecteckto the increasing dependence on the 
government to do things which the people 
ought to do for themselves, and which he 


public affairs are handled. 


asserts is aggravating the problems which 
the government because of its unbusiness- 
like spirit and methods cannot solve. He 
deems it a very poor policy to go on 
adding to the businesses and enterprises 
conducted by the government and which 
should belong in the field of liberty, and 
are the individual's right, opportunity and 
It is evident from President 
Butler’s observations that it would indeed 
be folly to load upon the government the 
conduct of such a business as insurance. 


privilege. 
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OR YEARS PAST, Life Insurance Companies have been seeking 

f some sane, safe and practical way of providing a Child’s Insurance 

Policy, devoid of the many objectionable features which have char- 
acterized all the plans heretofore in use. 


It remained for the Great American Life Insurance Company, under its 
announced policy of progressiveness, to formulate such a policy. 


In its recent copyrighted policy—‘“The new 5 per cent Compound Interest 
Child’s Endowment’’—may be found one that has in its short experience, 
commended itself alike to parents and agents, as the first and only one com- 
pletely meeting the essentials of such a want. It has proven by actual ex- 
perience a winner and, its use being solely and legally confined to this 
company, agents and others interested can secure the privileges of its use 
only by arrangement with this company. 








The Great American Life 


Insurance Company 


Hutchinson, Kansas 
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THE PROSPEROUS 
AGENT 


A New Book by 
WILLIAM ALEXANDER 


Presents Characteristics of the 
Successful Life Insurance 
Solicitor 


Beneficial to Those Contem- 
plating Entering the Life In- 
surance Business, as well as for 
Those Already In It. 


PRICES: 

Red Cloth Cardboard 
Single copy......... $1.50 $1.00 
25. COPIES... ..62s005 Suse 22.50 
50. =O SS aves . 62.50 42.50 
100‘ 120.00 80.00 
200: = 225.00 150.00 
500 “S 525.00 350.00 





THE ART OF SELLING 


A Practical Handbook by 
JOHN S. TUNMORE 


For the Use of Insurance and 
Other Salesmen 


Warns of Pitfalls; Stimulates; 


Inspires. 
PRICES, SILK CLOTH BINDING 
Single: COPY... cso eo cues ees ck Geom 
DS CORES ore aes a iau. mais ord nating) TE 
ares . 62.50 
100 ‘* 120.00 
200 ‘ 225.00 
500‘ 525.00 


It is seldom that life insurance 
men are privileged to secure new, 
helpful books from two such well- 
qualified authors. One of them, 
Mr. Alexander, is a company exec- 
utive in charge of the education 
and instruction of agents, and in 
close daily touch with agents; he 
knows their needs and their ex- 
periences. The other, Mr. Tun- 
more, is a great personal producer, 
as well as a successful director of 
agents—one who can not only sell 
insurance himself, but tell others 
how to do it. 


Both of these books are pub- 
lished by 


THE SPECTATOR COMPANY 


135 WILLIAM STREET 
NEW YORK 


Cuicaco OFFICE: 
InsuRANCE EXCHANGE 
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MORE GOVERNORS’ LETTERS 
Prudential Has Published Six Other En- 
dorsements of Life Insurance 
Six more of the endorsements of life insur- 
ance by Governors of the various States have 
been issued by the Prudential Insurance Com- 
Some time ago THE SPEc- 
TATOR presented three of these endorsements 
from the Governors of Pennsylvania, Vermont 
and Ohio. 
purpose at the time, THE Specrator now pre- 
sents the six additional ones which the Pruden- 

tial, by its enterprise, has published: 


pany of America. 


In accordance with its expressed 


A. N. SuHoup, GOVERNOR OF COLORADO 

A life insurance policy carried by a young 
man, and especially by a young married man, is 
the surest antidote for that depression that 
comes to every man when the clouds of ad- 
versity hover overhead, or when he is taking 
great chances in the game of busines. It as- 
sures ease of mind in a large degree and gives 
his estate that stability that enables him to en- 
large and maintain his credit. No young and 
active man should be without it if he has am- 
bition to succeed in life. 


H. J. ALLEN, GoveRNcr oF KANSAS 
In this modern day, life insurance has come 
to be a great necessity. It enables the man of 
moderate means to provide amply for his family 
against the uncertainties of life. [I do not see 
how anyone can afford to be without it. 


SAMUEL R. McKeELvie, GoveRNoR OF NEBRASKA 

I have always thought that one of the first 
investments every young man should make is 
the purchase of a policy in some substantial, old 
line insurance. This affords one of the surest 
means of laying aside a reserve fund against 
the inevitable rainy day. Particularly is it im- 
portant that this be done by young men who 
have dependents. 

Aside from this, I recognize life insurance 
as an institution that should be patronized as a 
measure of thrift and safety by all classes of 
people. 


Cuarctes R. Masey, Governor oF UTAH 

A life insurance policy is, in my estimation, 
one of the most substantial sources of happiness 
and comfort a man can bestow upon his family. 


FE. D. BoyLe, GoveRNor oF NEVADA 
Death and taxes are certain of event, but we 
don’t know when or how much. As a rule, life 


insurance beats them both in point of certainty. 
It affords an easy opportunity to discharge an 
obligation we all recognize, and no man can 
justly disregard it unless he knows how long 
his life and his fortune will last. The depen- 
dents of the uninsured are potential beggars. 


Tuomas C. McRae, GovERNOR OF KANSAS 

[ consider life insurance one of the pillars of 
human society. No argument against it is 
logical or availing. There may be better ob- 
jects of investment, as such, but they are always 
accompanied with more hazard than life insur- 
ance. There is no substitute for life insurance. 
Nothing exists “just as good.” The sooner a 
young man or young woman concludes thus, the 
better. 


F. G. PIERCE SHOWS INCREASE 


Connecticut General Agency Manager at 
Philadelphia Ahead of Last Year 


There are few agencies of life insurance com- 





panies who are continuing to show increased 
production in 1921 over the corresponding period 
of 1920. Prominent among these is the general 
agency of F. G. Pierce of the Connecticut Gen- 
eral Life Insurance Company. For the month 
of October alone his office showed an increase 
of $80,000 in amount of insurance paid for this 
year over October of last year. In premiums 
received the agency is $27,000 ahead of all of 
last year, although there are still two months of 
1921 yet to be completed. 

Mr. Pierce attributes this remarkable record 
to his systematic organization, one policy of 
which is to make connections with new men as 
agents who have never before been connected 
with the life insurance business. In other words, 
every one of the thirty-seven men now on the 
staff of this agency were trained along Mr. 
Pierce’s ideas of procedure, never having solic- 
ited for life insurance before. 

Mr. Pierce was appointed manager of the 
Philadelphia agency of the Connecticut General 
eight years ago and has built up his remarkable 
organization in that time. 





The Business Mens Assurance Society Com- 
pany of America, Kansas City, Mo., has been 
admitted to New Mexico. J. C. Macnamara 
will represent the company in the new field. 














OHIO , INDIANA 


first two contract years. 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of 
Chattanooga, Tennessee, intends to enter these states. 

This announcement is not addressed to satisfied 
representatives of other Companies, but to experienced, 
successful life insurance solicitors, who wish to 
obtain General Agency Contracts. 

If your character is above reproach, and you 
have paid for a minimum of $200,000 annually for the 
last three years, and are ambitious to own and operate 
a General Agency , ——Write us, giving full particulars. 

Liberal financial assistance extended during the 


-Minor Morton, Vice President and Agency Manager 


AND ILLINOIS 
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TRAIN YOUR DOLLARS 


to earn the highest rate of interest consistent with absolute safety. 


The lure of tempting fate through highly speculative securities is ever 
present; the pitfalls for making judicious investments are ever broadening. 


FARM MORTGAGES 


do not offer the thrills which accompany speculative securities, but when. 


the day of interest maturity rolls around they return to you with faithful 
regularity the amount earned on your investment. 


No passing of dividends, no disappointing explanations; just a New 
York draft for amount due you. 


For 37 years The F. B. Collins Investment Company has specialized 
in selling Farm Mortgages in the growing Southwest. Its securities have 
stood the test of time and have never carried disappointment with them. 


These securities will net you 7 per cent per annum for ten years to come, 
and assure you of a fixed dependable income. 


Let us tell you what the big Life Insurance Companies, holders of trust 
funds and private investors think of their investments in Collins farm 


mortgages. 


Write for our Booklets, “Why Collins Farm Mortgages Are Safe’, “As 
Others See Us,”’ and ‘8% Collateral Trust Bonds.”’ 


Train Your Dollars in the right direction. 


THE F. B. COLLINS INVESTMENT COMPANY 


Members of the Farm Mortgage Bankers 
Association of America 


OKLAHOMA CITY, OKLAHOMA 
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Wife of Missouri State Life President Dies 

Deep regret is being expressed in insurance 
circles by the death of Mrs. Elsa Singleton, 
wife of President M. E. Singleton, who died 
in St. Louis last week. Although seriously ill 
for a short time, Mrs. Singleton’s death came 
as a great shock. Her untimely death causes 
great sorrow to all who know her. 

All members of the Quarter Million Club, 
the Northern, Southern and Western Divisions, 
of the $100,000 Club and members of their 
families will be especially grieved to learn this 
sad news. Mrs. Singleton won the hearts of 
every person attending the club conventions last 
July and her wonderful spirit of cordiality and 
hospitality toward every member and his family 
was a tie of far-reaching influence impossible 
to measure. 

The Missouri State Life agency force and 
home office employees keenly sympathize with 
President Singleton and his family in their be- 
reavement, and condole with them. 


California Life Underwriters Meet 

The Northern California Life Underwriters 
Association held the first meeting under the 
new administration at the Palace Hotel, San 
Francisco, October 27. The meeting, which 
took the form of a luncheon, was attended by 
more than 250 members and guests. The prin- 
cipal speaker was Hon. Chester H. Rowell, 
member of the California State Railroad Com- 
mission and formerly editor of one of the most 
progressive newspapers in that State. He took 
as his subject “The Buyer’s Idea of Life In- 
surance Salesmanship.” 

Among the other speakers were: Arthur J. 
Hill, assistant to the president of the National 
Association of Life Underwriters, with jurisdic- 
tion over California, Arizona and Nevada; 
Judge H. D. Clayton of the U. S. District Court 
of Alabama, and D. B. Morgan, president of 
the Northern Life Insurance Company of Seat- 
tle, who has been in California for some weeks 
arranging for the representation of his com- 
pany. President Jay Allen Fiske presided. 





Commercial Examinations of Chamber of 
Commerce 

The Chamber of Commerce of the State of 
New York, of which Darwin P. Kingsley, presi- 
dent of the New York Life Insurance Com- 
pany, is president, has announced its schedule 
of examinations which begin on January 9 and 
end on January 20. There are two kinds of 
examinations, one for junior credential and 
the other for senior credential, and they are 
held in the Chamber of Commerce building, 65 
Liberty street, New York. In general, the 
subjects are such as would be found of practi- 
cal value in business, the prescribed subjects 
including English composition, handwriting, 
commercial arithmetic and commercial geog- 
raphy, with several additional optional subjects. 


Life Report of New York Department 
Part II of the New York State Insurance De- 
Partment’s reports covering the business of 
1920, which relates to life insurance, has just 


been issued, and makes a book of 1050 pages. 
It is gotten up in excellent form and makes 
a fine typographical appearance, in addition to 
furnishing a vast amount of information in 
condensed and available form. 


Average Length of a Life Policy 

Apropos of a recent inquiry as to the aver- 
age period of existence of a life policy, which 
was estimated by the late Sheppard Homaus, a 
third of a century ago, at about seven years, a 
distinguished actuary recently expressed to THE 
SeEcTATOR his opinion that the present aver- 
age length of life of a policy is from eight to 
ten years. 

Of course, the average would vary in relation 
to different classes of policies, and in various 
kinds of organizations. Thus the average dur- 
ation of a policy in a long-established level- 
premium life insurance company might differ 
materially from that in a fraternal order, or, 
in the level-premium company, might show con- 
siderable differences between policies of various 
types. 

Fraternal Order Changes Name 

The Fraternal Mystic Circle of Philadelphia 
announces a change of name to the Fraternal 
Home Insurance Society. This society has 
been on a legal reserve basis since IQI2. 


Meeting Objections Topic of Life Under- 
writers Meeting 

A lively discussion on the subject of “Meeting 
Objections” featured the first regular monthly 
meeting of the Trenton Life Underwriters As- 
sociation in the American Mechanic building 
last week. 

The meeting was conducted by the president, 
James W. Edgerton, and the discussion was 
opened by Joseph Seidenglanz. 

A change in the constitution was made to the 
effect that all subsequent meetings of the asso- 
ciation will be held the first Thursday of every 
month instead of the first Tuesday as hereto- 
tore. 


New Kansas Life Company 

A new life insurance company has been 
formed in Kansas. It is the National Savings 
Life Insurance Company and will have its head- 
quarters at Wichita. The company has been 
granted a charter and has a capital stock of a 
quarter million dollars. The incorporators are 
some of the best-known business men of 
Wichita. They are: W. C. Coleman, lamp 
manufacturer; L. W. Clapp, Mayor and mort- 
gage broker; C. M. Jackman, miller; L. L. 
Marcell, oil and refinery operator; W. M. G. 
Howse, wholesale dry goods; Robert C. Fouls- 
ton, attorney. 
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You Believe In Insurance— 


Do You Use It? 


The re-examination of abstracts on farm mortgage loans is a 
heavy burden and expense on your Legal Department. 


Save this constant drain—and possible loss—by our title in- 


FARM MORTGAGE LOANS 


“Your service is really the first constructive step toward 
standardization of procedure in making and marketing farm 


This enthusiastic comment by an official of a leading insurance company is 
typical of the satisfaction expressed by our many clients among the large 
Eastern and Middle Western life insurance companies. 


WE INSURE TITLES ANYWHERE IN 
THE UNITED STATES 


| May we send you full particulars of this time and money-saving service? 


| NEw YORK TITLE AND MORTGAGE Co. 
| 135 BROADWAY, NEW YORK 


Capital, Surplus and 
Undivided Profits over 


SEND FOR OUR SPECIAL BOOKLET T.S. 


$5,000,000.00 
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ALL 
BIG ONES 


There are no “‘little’’ Lincoln Life 
policies. 





All Lincoln Life co-operators understand that the 
little policies are of the same vital importance in their 
service of protection as those which run into six figures- 


So every application for a Lincoln Life policy is given 
promptand careful attention. The result is that policies 
are issued on nearly every application mailed in to the 
Home Office and the delivery of ‘“‘big’’ ones and ‘‘little’’ 
ones alike are made to the agent in record breaking time. 


(CINK UP (Sjwrru THE) LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates its Character” 


Lincoln Life Building Fort Wayne, Indiana 
Now More Than $190,000,000 in Force. 


























STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 
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QUALITY INSURANCE—CHARACTER SALESMEN « 
Wanted — Specialty Salesmen — Wanted 


Any Sure Enough Salesman, who has the proper Intestinal 
Equipment, whois “Four Square” and willing to work;can make 
not less than $20,000.00 per year helping us to continue the 
breaking of all Life Insurance records. 

Great Opportunity for the men who can qualify! ! 

From May,1919, to May,1920, Twelve Months—One Year— 
we wrote Ten Millions Life Insurance. How? Let us tell you. 
We have the plan; we furnish the leads. 

If you can qualify, write or wire 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 


Topeka, Kansas. 








—— 





Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 


Progressively Successful 


Insurance in Force over $95,000,000 
Assets over 8,000,000 


Operates in Texas only 











SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 

















MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, President 
General Offices: Chicago U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 




















ILLINOIS LIFE 





INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois Company 
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GAIN ANOTHER POINT 





Companies Win Advantage in Missis- 
sippi Anti-Compact Suit 





CHANCELLOR STRICKER’S DECISION 
SET ASIDE 





Companies Need Not Put Up $16,000,000 
Bond Before Appealing 


[Special to THE Specrator] 

Jackson, Miss., Nov. 8—The defendant 
companies in the Mississippi anti-compact suit 
won a decided victory in the Mississippi Su- 
preme Court last Monday when Justice Ander- 
son set aside a decision rendered Saturday by 
Chancellor Stricker, requiring the companies to 
put up sixteen million dollars bond before ap- 
pealing. 

Justice Anderson granted the supersedeas on 
condition that each company make a bond of 
$500 for the Supreme Court costs and put up 
an additional bond of 25 per cent of its pro 
rata part of the funds covered by the garnish- 
ment, the 25 per cent to cover interest on the 
judgment until the case is finally decided. In 
the event of a victory for the companies, of 
course this bond would not be needed to pay the 
interest, as none would be due. 

The decree of Chancellor Stricker made it 
out of the question for the companies to ap- 
peal, as the amount of bond he fixed was pro- 
hibitive. 

The total amount now covered by the garnish- 
ment is about $700,000. 

Another interesting phase of the many-sided 
case is a suit filed on the 31st by 250 local 
agents, through Messrs. Green and Green, seek- 
ing to recover from the receivers all money paid 
to them by the local agents under the court 
order. The basis for this latest action is sec- 
tion 5003 of the Mississippi code of 1906, which 
provides that “every contract or agreement with 
any member of a trust and combine, for any 
purpose relative to the business of such trust 
and combine, is void and cannot be enforced in 
any court.” 

The first step in this procedure was the filing 
of a motion asking Chancellor Stricker for 
leave of the court to permit the agents who paid 
the money under the garnishment order to file 
a cross bill in their behalf. A copy of the bill 
was attached to the motion. 

It is drawn in the name of R. F. Fite and 
some 250 other agents, and names as defendants 
Frank T. Scott, O. B. Taylor and Chalmers 
Alexander, the receivers, and all of the com- 
panies who are parties to the anti-compact suit, 
whom the bill sets forth have been held guilty 
by the chancellor of violating the State’s anti- 
trust laws. —— 


Insurance Companies Paid $1,819,549 to 
Texas 

Statistics compiled by the Texas State De- 
partment of Insurance and Banking show that 
a total of 593 insurance companies operated in 
Texas last year and paid to the State $1,819,549 
in various forms of taxes and fees. 

Nearly one-half of the total collections were 
from out-of-State fire companies, according .to 





ELECTRICAL MACHINERY POLICY 
Travelers Offers New Form of In- 
surance Protection 

Electrical machinery insurance is a 
new line which will shortly be offered by 
the Travelers of Hartford, the policy 
to “indemnify the assured against loss 
or damage sustained by him on account 
of mechanical breakdown and electrical 
burn-out of the insured machines ac- 
cidentally caused.” The general cover- 
age is similar to that afforded under 
steam boiler and engine policies. 











these records. The number of companies, 
classification and amounts so paid follows: 
Three Texas fire companies, $17,867; I41 
United States fire companies, $779,345; 76 for- 
eign fire companies, $375,151; 13 Texas mutual 
fire companies, $5,244; 26 United States mutual 
fire companies, $3,246; I9 county mutual fire 
companies, $176; 15 Texas life companies, $10,- 
490; 53 United States and foreign life com- 
panies, $389,649; 24 assessment companies, $24,- 
217; 69 fidelity, surety and liability companies, 
$197,305; 62 fraternals, $1,151; 3 companies 
acting as trustees, $75; 36 reciprocal exchanges, 
$807 ; 3 Lloyds, $30; 14 co-operative savings and 
contract loan associations, $2894; excess insur- 
ance, license and tears, $11,628; miscellaneous 
fees, $165. —_—_—_—_____-— 


Home’s Basketball Team 

The Home Insurance Company has a basket- 
ball team that was able to defeat a team repre- 
senting the “America Fore’ companies by a 
score of 34-5 last Wednesday evening. The 
game was played at the Twenty-second Regi- 
ment armory before a crowd of 300 enthu- 
siastic insurance men. The Home put in its 
second team during the last ten minutes of play. 

H. S. Cairns, assistant advertising manager 
of the Home Insurance Company, is manager 
of the team and has prepared a strong schedule. 
Games will be played every two weeks at the 
Twenty-second Regiment armory. The next 
game will be with the team of the General 
Motors Corporation and will be played on the 
evening of November 16. 





British Empire Assurance Co. to Organize 

Notice was given at Toronto on October 26 
that application would be made at the next ses- 
sion of Parliament for an act to incorporate a 
new insurance company, to be known as the 
“British Empire Assurance Company.” Power 
will be asked to make contracts on all or any 
of the following classes of insurance: Auto- 
mobile, burglary, explosion, fire, guarantee, 
hail, inland transportation, plate glass, sprinkler 
leakage and tornado. 

Should the proposed name not prove accept- 
able, one of the following names will be sug- 
gested: Anglo-Scottish Assurance Company 
or National British Assurance Company. 


Sunflower Mutual Organizing 
The Sunflower Mutual Insurance Association 
is in process of organization at Wichita, Kan. 
This company is a mutual life and sick benefit 


Il 


HUGH R. LOUDON RESIGNS 


Leaves L. & L. & G. to Grow Citrus 
Fruit in Florida 





ACTION SURPRISE TO INSURANCE 
FRATERNITY 





At Request of Directors Will Continue in 
Office for Present 


Hugh R. Loudon, manager and United States 
attorney of the Liverpool and London and 
Globe Insurance Company, resigned last week 
to engage in the growing of citrus fruit in 
Florida. The resignation of Mr. Loudon came 
as a complete surprise to the insurance fra- 
ternity, and his leaving the business will cause 
a considerable regret among his associates. 

According to Walter C. Hubbard, the direc- 
tors of the Liverpool and London and Globe 
have accepted Mr. Loudon’s resignation, but he 
will continue for the present in offce at the re- 
quest of the directors. Mr. Loudon is forty- 
nine years old and has been thirty-six years 
with the company. In a letter to the editor of 
Tue Spectator, Mr. Loudon says: 


Without some explanation this action on my 
part might be misconstrued by my friends and 
the fraternity generally, creating speculation 
and comment of a character which I am most 
anxious to avoid, hence this letter to you and 
others of my friends of the insurance press ex- 
plaining the situation, so that when announce- 
ment is made by the board of the acceptance of 
my resignation you can deal with it in such a 
way as to make clear that I am leaving with 
the best of feeling the service of the great insti- 
tution which I have served in many capacities 
during the last twenty-eight years. 

You and my intimate friends know how fond 
I am of the great outdoors and that for some 
time past I have been laying plans and looking 
forward with keen anticipation to the time 
when I might lay down the burdens of my office 
and devote myself to agricultural pursuits. 

For several years I have been actively inter- 
ested in the culture of citrus fruit at Crooked 
Lake, Florida, and with one of my brothers 
have become quite largely interested in bearing 
groves. It is now my purpose to devote myself 
to that work. 

Following the usual course of this great com- 
pany in dealing with its old employees, generous 
provision has been made for my future, so that 
I shall be able to indulge my hobby, and, while 
it is with deep regret that I shall leave its serv- 
ice and retire from the great business to which 
I have devoted all but thirteen years of my life, 
yet it is with a feeling of relief that I lay down 
the burdens and responsibilities of my position. 

The present general manager of the company, 
Hugh Lewis, and I have been acquainted for 
many years, and I part with him officially with 
sincere regret. 

My great desire is that my friends should 
know that I am leaving the service of the com- 
pany with the best of feeling and with a desire 
to do everything within my power to further its 
interests in the future, as I have endeavored to 
do in the past. 








organization under legal reserve requirements. 
It is for negroes only and the business will all 
be transacted by negroes. The officers of the 
company are: 

W. B. Lloyd, president; L. E. Crawford, vice- 
president; B. W. Crawford, secretary; Fred 
Helm, attorney; Dr. J. E, Crawford, physician. 
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The Insurance Year Book for 1921-1922 


FORTY-NINTH ANNUAL 


ISSUE 





ANNOUNCEMENT 


THE INSURANCE YEAR BOOK is issued in two volumes for 1921-1922 as heretofore, and embraces numerous 


important features. 
to Fire and Marine Insurance. 


care by experienced insurance statisticians, the figures being taken from official reports. 


One contains the statistics of Life, Casualty, Surety and Miscellaneous companies, the other relates 
All the statistical and other matter that they contain has been compiled with the greatest 


These volumes together con- 


stitute a trustworthy encyclopedia of insurance information. 
The volume devoted to LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE contains the 


standard tables of Life, Casualty and other Companies brought down to include the official figures of 1920 for each 


company, in comparative form, for a series of years. 
Foreign Life and Accident Companies. 


Other tables show the standing and business transactions of 


THE FIRE AND MARINE INSURANCE volume contains elaborate statistics of the Fire and Marine Insurance 
Companies doing business in this country, in comparative form, for five years, (mutual companies, three years), together 


with details of assets and liabilities, and much other information. 


Tables are also given showing the status and trans- 


actions of the principal Stock Fire and Marine Insurance Companies of the world, and much other important informa- 


tion relating to Fire and Marine Insurance. 


It also embraces statistics showing the means of fire protection in over 


8,500 cities and towns in the United States and Canada, and a Directory of 62,000 Agents, Adjusters and Attorneys. 


EACH VOLUME 


IS COMPLETE IN 


ITSELF 





LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE 


The volume devoted to Life, Casualty, Surety and Miscellaneous Insurance contains departments relating to such 


Companies under chapters headed as follows: 


STATUTORY REQUIREMENTS. STATISTICS OF FOREIGN COMPANIES. 
INSURANCE IN CANADA. LIFE UNDERWRITERS’ ORGANIZATIONS. 
RETIRED AMERICAN COMPANIES. DIRECTORS OF COMPANIES. 
GENERAL AND SPECIAL AGENTS. 

These several chapters apply to the special features of Life and Miscellaneous 

Insurance, and are entirely different from similar chapters enumerated below for 

Fire and Marine Insurance. 


LIFE INSURANCE TRANSACTIONS FOR FIFTY YEARS. 

This is a regular series of tables that have formed an important feature of THE 
Year Boox for many years, presenting in comparative form the business transac- 
tions of all the American Life Insurance Companies for fifty years. They show the 
current business of the Life Companies in a concise manner for ready reference. 


COMPENDIUM OF OFFICIAL LIFE INSURANCE REPORTS. 

A very important series of tables, occupying one hundred and forty-five 
-. giving the comparative exhibits of the business and financial standing of all the 

ife Insurance Companies of the United States, is presented under this heading. These 
tables are compiled from official reports and form the most comprehensive analysis 
of the annual statements of life insurance companies ever presented. These tables 
have met with great favor since their first publication, and they have been extended 
and improved for the present edition of THz YEAR Book. 





LIFE INSURANCE HISTORY. 

Under this heading a tabular exhibit is presented covering the transactions of all 
existing Life Insurance Companies for the past twenty years. The tables show the 
receipts of companies from policyholders, their investments, etc.; disbursements to 
policyholders under separate headings; expenses, total disbursements, new busi- 
ness, insurance in force at the close of each year, assets, liabilities, surplus, and in 
fact all the material points that are contained in the statistics regarding the transac- 
tions of recent years. 


CASUALTY, SURETY AND MISCELLANEOUS INSURANCE. 

A separate section is devoted to these important branches presenting a vast amount 
of information, statistical and otherwise. The section opens with a carefully prepared 
synopsis of the statutory requirements concerning the admission of companies to 
other States. Liability and workmen’s compensation insurance is exhaustively 
treated so as to show the methods of operation, while the plans of other branches 
are also presented. The statistics cover a period of ten years and are arranged 
in an easily comprehended form, while giving all essential items. The department 
of Business by States occupies 148 pages and will be found of great value. 
The fact that everything relating to CASUALTY, SURETY AND MISCELLANEOUS 
CoMPANIESis now brought together makes THE YEAR Book more valuable than 
ever to that class of underwriters. 


FIRE AND MARINE INSURANCE 


The following list of chapter headings indicates some of the prominent features of the Fire and Marine Volume: 


REPORTS OF FIRE INSURANCE COMPANIES. Under this chapter head are 
= detailed statements as of Dec. 31, 1920, of the respective fire and marine 
nsurance companies and Lloyds operating in the United States, with comparative 
tables covering their essential statistics for 5 years (stock companies) or 3 years 
(mutual companies); also giving officials’ and directors’ names; lists of field men and 
territory covered; descriptions of real estate and mortgage loans; descriptions of 
securities owned, with their market values by classes; risks and premiums in force; 
business since organization; data concerning San Francisco and other conflagration 
losses, capital changes and surplus contributions, etc. This chapter embraces the 
following classes of companies: American Stock Fire and Marine Ins. Cos. (licensed) ; 
Foreign Fire and Marine Ins. Cos. (licensed in the United States); American Mutual 
Fire and Marine Ins. Cos.; Underwriters’ Agencies; Lloyds and Reciprocal Under- 
writers’ Associations; Unlicensed American Fire Ins. Cos.; Unlicensed Foreign Fire 
and Marine Ins. Cos. 


AMERICAN BUSINESS.—NEW up $ hg hy PREMIUMS (by compen for 

2 years). FIRE LOSSES IN NEW YO FF pe. gt INSURANCE 
OFFICIALS. NEXT LEGISLATIVE SESsiO HORT RATE SCALES 
FIRE LOSSES IN THE UNITED STATES aN years) FIRE INSURANCE 
STOCKS AND DIVIDENDS (25 years). NATIONAL BOARD TABLES bor 
remiums —* losses, 61 years) TAXATION OF FIRE INSURANCE COM- 

ANIES. KS COVERED BY AUTOMOBILE POLICIES. AUTOMATIC 
SPRINELERS, STATISTICS OF FIRES IN AMERICAN CITIES AND IN 
FOREIGN CITIES. RETIRED COMPANIES. RECEIVERS. UNDER- 
WRITERS’ ORGANIZATIONS. LISTS OF INSURANCE LAWYERS, 


DEPENDENT ADJUSTERS. TABLES OF TORNADO INSURA 
OTHER LINES. FIRE INSURANCE IN CALIFORNIA FOR _ 35 
FIRE PREMIUMS IN VARIOUS CITIES IN 1920. TAXES PAID BY 1 FIRE 
INSURANCE COMPANIES IN 1920. 





STATISTICS OF FOREIGN COMPANIES. INSURANCE IN FOREIGN 
COUNTRIES (embracing special consular reports, etc., from all parts of the world). 
INSURANCE IN CANADA. LATEST HOME OFFICE STATEMENTS OF 
FOREIGN COMPANIES. 


FIRE DEPARTMENTS AND WATER SUPPLY.—This exceedingly valuable 
department embraces 501 pages of data concerning the equipment for fire protective 
purposes of over 8,500 cities and towns in the United States and Canada. The 
information herein presented has been gathered from reliable sources, and forms a 
most useful reference work for practical underwriters. 


NOTABLE CONFLAGRATIONS IN THE WORLD’S HISTORY.—A list of 
the more important fires from B. C. 1897 to A. D. 1921. 

LARGE FIRES IN THE UNITED STATES AND CANADA.—This list comprises 
the fires which have occurred in the United States and Canada in the last two centuries 
and which are believed to have each inflicted damage amounting to at least $1,000,000. 

DIRECTORY OF INSURANCE AGENTS IN THE UNITED STATES AND 
CANADA.—A list comprising about 55,000 insurance agents, specifying the classes 
of business transacted by each. Also 7,000 adjusters and attorneys. 

UNLICENSED COMPANIES.—In the chapter devoted to “‘ Reports of Fire Insur- 
ance Companies"’ is given much information as to Foreign companies which operate 
in this country without the authority of State Insurance departments. Very useful 
to agents, brokers, reinsurance clerks and the insured. 

MARINE DATA.—Policy forms; York-Antwerp Rules, Statistics, ete. 

LLOYDS AND RECIPROCAL UNDERWRITERS.—In the chapter devoted to 
‘Reports of Fire Insurance Comyanies"’ is given much information concerning the 
numerous Lloyds and exchanges operating in various parts of the country. 

MISCELLANEOUS TABLES.—There are also other tabulations, giving risks 
written and !n force; fire patrols; etc. 


THE INSURANCE YEAR BOOK during its many years of publication has obtained a recognition among underwriters of all classes as a 
standard authority upon ail matters pertaining to the business of insurance. It is invaluable to managers of companies as well as to the active 
men engaged in field work. The volumes are handsomely bound in cloth with heavy board covers, and printed on fine paper with clear, legible 


type. 


PRICES.—The following are the prices of THE INSURANCE YEAR Book, for the separate volumes or for the complete set: 


Life, Casualty,Surety and Miscellaneous Insurance, $15.00. Fire and Marine Insurance, $15.00. Both volumes, when ordered together, $25.00 
Sent prepaid to any address in the United States, or any country in the Postal Union (except Great Britain), on receipt of price; 


to other countries the extra cost of postage to be added. 


All customs charges in foreign countries must be paid by the purchaser. 


THE SPECTATOR COMPANY, 135 William Street, New York 
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DISTINGUISHED ARRAY OF 
SPEAKERS 


Association of Life Presidents’ Pro- 
gram Issued 








W. WEEKS AND 
INCLUDED 


SECRETARY JOHN 
GOVERNOR MILLER 





Other Notables Are Governor J. A. O. Preus 
of Minnesota, Dr. Livingston Farrand, 
President of Cornell University, and 

Thomas B. Donaldson, Commis- 
sioner of Pennsylvania 


The annual meeting of the Association of 
Life Insurance Presidents will be marked by the 
presence of some very distinguished personages 
on the program. This is in accordahce with 
the purpose of the association to discuss the 
commanding questions now confronting policy- 
holders and the general public. The convention 
will seek to contribute to the general betterment 
through the presentation of original statistics 
showing the year’s trend in the life insurance 
business, particularly in common with its 
contacts along national economic and govern- 
mental lines, including public health administra- 
tion. 

The program is not yet complete, but the 
preliminary announcement gives the following 
list of speakers and their subjects: 

Theme: “Life Insurance a World Safety 
Zone.” 





For Over Seventy Years 


On August 1, 1851, the Massachusetts 
Mutual issued its first policy. From 
that day to this its constant endeavor 
has been to furnish the best possible 
life insurance protection at the lowest 
possible net cost. That it has succeeded 
is shown by the enviable reputation which 
the Company enjoys among those who 
buy insurance and among those who sell 
it. Efficient service and a square deal 
for everyone have been its watchwords 
for over Seventy Years. They will be 
its watchwords throughout the years to 
come. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 
Incorporated 1851 














Insurance Sales Letters 
Open the way to real business—create a keen 
tealization of the value of adequate insurance and 
Prepare the way for a personal call to close the appli- 


cation. More than 400 salesmen are using THull’s 
sales creating letters for life, accident, partnership, 
Corporation and fire business. An insurance com- 
Pany official writes, “‘Am well pleased with the letters. 
Shall he able to make effective use of them.” Re- 


quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 


a 








rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Exclusive, care of The Spectator 


Address 








Herbert C. Cox, chairman, president and 
general manager, Canada Life Assurance Com- 
pany, Toronto, Ont. 

“Sound Thinking by the People and for the 
People,’ Hon. John W. Weeks, Secretary of 
War, Washington, D. C. 

“A Decade of Life Insurance Investments,” 
Asa S. Wing, president, Provident Life and 
Trust Company, Philadelphia, Pa. 

“Health the Guidepost to Material and Moral 
National Strength,” Livingston Farrand, M.D., 
LL.D., president, Cornell University, Ithaca, 
Neo ¥s 

“National Health in the Life Insurance Mir- 
ror,” Hon. Robert Lynn Cox, third vice-presi- 
dent, Metropolitan Life Insurance Company, 
New York. 

“A Government Experiment Versus Life In- 
surance Principles,’ Hon. J. A. O. Preus, Gov- 
ernor of Minnesota, St. Paul, Minn. 

“Can Trust Companies and Life Companies 
Be Neighbors Without Quarreling ?” Alfred R. 
Horr, vice-president and treasurer, Equitable 
Life Assurance Society, New York. 

“Essentials and Non-Essentials in Insurance 
Supervision,” Hon. Thomas B. Donaldson, 
president, National Convention of Insurance 
Commissioners; Pennsylvania Insurance Com- 
missioner, Harrisburg, Pa. 

“Simplicity in Government an Insurer of 
Economy and Efficiency,’ Hon. Nathan L. Mil- 
ler, Governor of New York, Albany, N. Y. 

“Tnsurance and the Modern Political State,” 
Walton L. Crocker, vice-president, John Han- 
cock Mutual Life Insurance Company, Boston, 
Mass. 

“Recent Fluctuations in Policy Loans,” Henry 
S. Nollen, president, Equitable Life Insurance 
Company of Iowa, Des Moines, Ia. 

General Discussion. 


INHERITANCE TAX CASE UP 
Mississippi Agents Await Decision in Case 
Now Pending 
Life insurance men in Mississippi are watch- 
ing with considerable interest a case now before 
the Supreme Court of that State, involving a 
test of the State inheritance tax law, passed 

several years ago by the Legislature. 

The case comes up on an appeal taken from 
the Chancery Court of Hinds county, by the 
executors of the estate of the late I. C. Enochs, 
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who paid the Mississippi tax commission $10,- 
000, whereas that body claims that $50,000 was 
due, and in this contention was sustained by 
the lower court. 

Green & Green, attorneys for the estate, con- 
tend that the Mississippi law granting an ex- 
emption of $5,000 on shares of stock in Mis- 
sissippi corporations to Mississippi residents, 
and denying this exemption to resilents of cther 
States is unconstitutional. 

It is also contended that the clause of the 
law relative to the taxation of trust shares is in 
violation of the 14th amendment of the consti- 
tution of the United States. 

If the decision of the lower court is sustained, 
needless to say it will be a powerful argument 
for increased coverage in the hands of Missis- 
sippi life agents, as the Mississippi law has 
hitherto been regarded as very mild, as touch- 
ing on inheritance taxes. 





Volunteer State Life General Agents at 
Tampa, Fla. 

Minor Morton, vice-president and agency 
manager of the Volunteer State Life, of Chat- 
tanooga, announces the appointment of R. M. 
Prince and C. E. Holtsinger, to represent that 
company as general agents, at Tampa, Fla. 
This territory was formerly in charge of T. R. 
3yrd, the company’s manager for Western 
North Carolina. Mr. Byrd will devote his 
time exclusively to the intensive development 
of the Carolina Agency. Messrs Prince and 
Holtsinger were sub-agents under Mr. Byrd 
and are members of the firm of R. M. Prince & 
Company, general insurance agents. They will 
continue to operate under this style of firm. 





Hartford Courant Has Regular Insurance 
Section 
The Hartford Courant, of Hartford, has 
commenced the publication of a two-page sec- 
tion devoted to insurance news, as a weekly 
feature. That newspaper has long given much 
space in its daily and Sunday issues to insur- 
ance and will continue this policy, in addition to 
publishing the special section which, although 
devoted principally to news concerning the 
activities of Hartford companies, at home and 
in the field, will cover general insurance activi- 
ties. The section will be edited by Seymour W. 
Smith, who is a popular and well-known insur- 
ance journalist of Hartford. 
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Cc. A. PALMER, Prest. W. A. ELDRIDGE, Secretary 
S. D. ANDRUS, Vice-Prest. and Managing Underwriter 


The Inter-State Fire Insurance Co. 


OF DETROIT, MICHIGAN 
406-412 DIME BANK BUILDING 


ASSETS.....ccccccccccccccccccccccccccvccccccccecs $530,140.65 
LIABILITIES, INCLUDING CAPITAL...........000- 469,022.68 

NET SURPLUS. ........ccccccccccvcccccvcscccecs $61,117.97 
SURPLUS TO POLICYHOLDERS............2+ee08: $320,267.97 


AGENTS WANTED IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 














RITISH AMERICA ASSURANCE CO. 
= TORONTO, CANADA 


INCORPORATED 1838 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS 
AND STRIKES 


UNITED STATES BRANCH 
January I, 1921 


os ceeds phil eae hin enn ee ae tie $2,209,039 
NR, ca ehe heres Knee eN SON See 1,676,030 
I ST TT eee s 533,009 


W. B. MEIKLE, President andGeneral Maua¢re. 








North American National Insurance Company 


Des Moines, Iowa 
Assets, $910,670.66 
Lines Written: 
Fire, Tornado, Hail 
O. P. ODE, President 
JOHN PETERSON, Secretary 


W. G. HODGE, Asst. Secretary 
V. F. BECKER, Treasurer 




















QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 
35th ANNIVERSARY 


gives all the usual coverage demanded by live salesmen (and buyers) and, 
in addition. has a new liberal and strong selling inducement in its provision of 
DOUBLE DEATH BENEFPIT for accidents occurring while riding in 
PRIVATE or PUBLIC AUTOMOBILES 


20 per cent. of all accidents reported are Auto Accidents 


and no class of risk is more exposed to this hazard, through constant use, 
than the Preferred risk. They will want this policy. 


THE PREFERRED ACCIDENT INSURANCE CO. 
KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 











ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1 1921 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 














EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 


eg YS Inspector or Adjuster is 
Gn) ELIGIBLE 
Quo TO THE 


Iowa State Traveling Men’s Association 


‘Oldest and Best’’ 





Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to February Ist, 1922, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 














GreatAmerican 
Susurance Company 


New Pork 


INCORPORATED - 1872 
PAID FOR LOSSES 


$122,116,858.26 
STATEMENT JANUARY 1, 1921 


CAPITAL 


+10.000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,840,.005.95 


ET SURPLU 


10,0 13.906. 1 4 
40.853.9 12.09 


THE SECURITIES OF THE COMPANY ARE BASED UPON 
ACTUAL VALUES ON DECEMBER 31, 1920 
Using security valuations authorized by Insur- 
ance Commissioners the ASSETS would 
show over $44,000,000 and the SUR- 
PLUS would show over $13,000,000 


THE COMPANY @WNS 
‘$10,195,000 U. S. Government Liberty Loan Bonds 


Home Office, One Liberty Street 
New York City 


5 Western Department Pacific Department 
Cash Capital, . . . . $1,250,000.00 WALTER H. SAGE, Gen'l Mer. GEORGEH. TYSON, Gen'lAgent 
Net Surplus, . . . . $2,086,'742.08 W. L. LER anager 10 Sansome Street 
S “toe to Policyhol ders, $3,33 6,742. 08 76 West Monroe St., Chicago, Ill. San Francisco, California 
ba utp Boston Office Marine Department 
EASTERN DEPARTMENT WESTERN DEPARTMENT ROGERS & HOWES, Managers WM. H. McGEE & CO.,Gen’lAgts 
D. H. DUNHAM a Presi resident NEAL BASSETT, V.P. and Mgr 4 Liberty Square, Boston, Mass. 15 William Street, New York City 
JOHN KAY, Vice ce-Pres. W. T. BASSETT, Ass’t Manager 
NEWARK, N. 3 CHICAGO, ILL 
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NEW YORK SURVEYS 
The Up-State Secretaryship—-The gen- 
eral interest in this matter leads us to refer to 
it and to state that no final decision has been 
reached. Numerous conferences are being held, 
and probably within a week or ten days a 
final announcement will be made. 


Sprinklered Properties.—Bulletin No. 1720 
of the Sprinkler Department, listing three new 
equipments, sets forth the fact that the alarm 
service has been installed in two other sprink- 
lered buildings, and the allowance in another 
risk, Six in all are taken care of. 


Office Furniture and Fixtures.—It is a 
well-known fact that the companies do not get 
much insurance for the contents of offices in 
the high-grade fireproof office buildings. There 
isa theory which will probably find expression 
that above a certain point where the Fire De- 
partment cannot fight a fire from the ground, if 
the local equipment is good, such as standpipe, 
as well as fire pails, and/or extinguishers, the 
increasing charge for height might be waived 
in this type of property. The whole question 
is interesting as showing that the under- 
writers are amenable to reasonable argument 
for reduction in rates. There is one thing in 
handling problems of this kind that must be got 
away from, and that is the tendency to com- 
pare the contents and building rate and judge 
it by a certain proportion. There does not exist 
between a high-grade building rate and the 
contents rate any known fixed relation, because 
you can burn out the contents of a floor of a 
fireproof building and do comparatively little 
damage to the building. 

The Two Holidays.—The two holidays 
this week will be quite welcomed by the under- 
writers, provided on those two holidays there 
is an absolute cessation of fires; that is, if the 
hostile fire takes two days off as well as the 
premium receipts. 


Good News.—For some three years the 
Buffalo Association, the Underwriters Asso- 
tiation of New York State and the Suburban 
Fire Insurance Exchange have been engaged in 
Preparing a schedule for rating the three ter- 
titories—that is, the same schedule is to be used 
by the three bodies. The work reached the 


point after some hundreds of sessions where 
it was approved by former Superintendent 
Phillips just before he retired from office. 
This, then, establishes the schedule that will be 
used probably for some years. It will now be 
necessary to have a joint conference so that 
the rulings in the application of the schedule 
shall be made by the three bodies in a uniform 
manner, otherwise. uniformity would depart 
almost before it was adopted. 


CHICAGO AND THE WEST 

E. G. Frazier to Talk to Insurance Men.— 
The next meeting of the Fire Insurance Exam- 
iners of Chicago will occur on November 17, 
and will be addressed by E. G. Frazier, his 
subject being “The Relationship of the Field 
Man to the Agent.” Mr. Frazier was formerly 
State agent for the Springfield Fire and 
Marine, but is now in the local agency business 
at Milwaukee, Wis. 

Insurance Club Meeting.—The regular 
meeting of the Insurance Club of Chicago, held 
on November 8, was addressed by Harry New- 
man on the subject of “Salesmanship as Applied 
to Insurance.” Mr. Newman has for a num- 
ber of years enjoyed the reputation of being 
one of the best, if not the best, automobile 
salesman in this part of the country. Latterly 
he has been engaged in selling aeroplanes, and 
has made an equally enviable record in that 
branch of business. The meeting was largely 
attended by members and guests, and Mr, New- 
man’s talk was conceded to be one of the best 
and most unique on this subject that has ever 
been delivered before an insurance audience in 
Chicago. 


J. A. Giberson Again Heads Illinois Agents 
[Special Dispatch to THE Spectator. |] 
Orrawa, Itt., Nov. 8—J. A. 

Alton was re-elected president of the Illinois 

Association of Insurance Agents at the annual 

meeting here today. The meeting was one of 

the most enthusiastic and best attended sessions 
the organization has ever held. Numerous ques- 
tions of importance to the agency forces of 
the State were thoroughly discussed, most 
prominent of which were overhead writing, 


Giberson of 


grain and oil pools, burglary insurance and the 
agency qualification bill. 

Walter P. Bennett, national association secre- 
tary, was present, and in speaking to the agents 
appealed to them for greater support in telling 
the public of the business of insurance. Other 
officers elected were as follows: First vice- 
president, Nat C. McLean, East St. Louis; 
second vice-president, George Munroe, Joliet; 
third vice-president, C. C. McAvoy, Ottawa; 
secretary-treasurer, S. E. Moisant, Kankakee. 


Hold Commissioner Donaldson on $10,000 
Bail 

Dispatches from Philadelphia published in 
New York papers this week state that Thomas 
B. Donaldson, Insurance Commissioner of 
Pennsylvania, was held by a magistrate today 
in $10,000 bail on charges of conspiracy which 
grew out of an investigation of private fire in- 
surance adjusters in Philadelphia under the 
direction of the State Insurance Department. 
Mr. Donaldson said the investigation was 
started to break up an “arson ring that plied the 
torch for big profits.” 

The prosecution against Mr. Donaldson was 
brought by J. Milton Young, an insurance ad- 
juster, whose telephone wires were among those 
alleged to have been tapped. A detective and 
janitor of the building:in which Young’s offices 
are located were held recently in $10,000 bail 
each in connection with the case. 


Iowa Blue Goose May Not Hold Splash 

There is a possibility that the Iowa Pond of 
the Blue Goose may not hold its annual mid- 
summer spash at Okoboji next summer. This is 
because there is a feeling that the splash wishes 
a great deal of labor upon the members of the 
Iowa Pond who are sojourning at the lakes as 
well as upon the women folks. 


Alfred Davenport Heads Boston Board 

The annual meeting of the Boston board 
took place on Tuesday of this week and Alfred 
Davenport, for years one of its most tireless 
workers, was elected president. The usual re- 
ports were submitted, showing the organization 
to be at its highest efficiency. 
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The Title Guaranty and Casualty 
Company of America 


431 Griswold Street 


A joint stock corporation that will issue casualty 
and title insurance and fidelity and surety bonds. 


A joint stock corporation that is officered by men 
thoroughly experienced in the various forms of insur- 
ance and bonds which the company will write. 


A joint stock corporation that has already attracted 
as shareholders some of the most conservative and 
capable business men of Michigan. 


A joint stock corporation that is assured a big and 
profitable business by reason of its wide distribution 


Detroit, Michigan 


of capital among buyers of insurance and bonds. 


Because of the various plans which the company 
has for immediately attracting a volume of good 
business, because of the safeguards which the Michi- 
gan laws guarantee to shareholders and because of 
the endorsement given the company by the prominent 
men who have already become associated with it, the 
stock of this company can be sold strictly on its 
merits. 


Men who can qualify under the tests of intelligence, 
integrity and industry are wanted as stock salesmen. 


The Title Guaranty and Casualty Company of America 


A. J. Walker-Greig, L.L.B., 
President 


F. J. Noonan, B.C.S. 
Secretary 


George A. Curry, 
Vice-President 


M. F. McDonald 
General Counsel 














UNITED STATES HEAD OFFICE: 
431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-20 : $8,035,746.57 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 


ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 


SPECIAL RISKS INSURANCE 
SURPLUS at 12-31-20 : $1,239,032.91 


EASTERN DEPARTMENT: 
55 John Street, New York City 











Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 
We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


OAKLEY H. BEYER 
Superintendent of Agents 


W. L. TAYLOR 
Vice-President and General Manager 
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UNNECESSARY LAPSING 


A Disease Which, Like the Poor, I« 
Always With Us 


BECAME MAD 


An'Earnest Official Who Took the Name 
of Mr. Lapsed Policies 

In a New York office is an aged industrial so- 
licitor. In the very infancy of this vast busi- 
ness he got the hunch it wasn’t what it looked 
then. And there were plenty of life insurance 
men who looked with disdain on three, five and 
ten cent weekly premiums. The writer of this 
article was employed as a clerk by a petty com- 
pany which entered the industrial field at the 
very beginning, and could have been a giant if 
the little concern had had a Hegeman to boss 
things. Instead the bit of a company got the 
coldest of cold feet, and, although backed by 
men who’ had plenty of the stuff, promptly 
right round and gave industria! ¢! 
And don’t forget it took amazin: 


1 
t 


turned 
“good night.”’ 
enterprise and pluck to keep warm feet in 
early history of industrial in this country. The 
aged solicitor, who has seen one of the compa 
nies which stayed with the business expand 
and expand until it is a financial kingdom, ex- 
plains his own great success in a trade that 
looks as if there were absolutely no limits t» 
its expansion. 

‘From the very start it seemed clear to me,” 
says this solicitor, “that it was almost more im- 
portant to keep a policyholder in than to insure 
the policyholder’s friend. Backing out of 
things is the most contagious of diseases, an‘ 
I’ve noticed, time and time again, that when | 
had a bunch of lapses they were right in tl 


+1) 
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Ne 
1 
1 


That’s psychological. 
Let one family 


same neighborhood. Jus’ 
what you might expect. \ 
apartment house, where the women all 
one another, get the hunch that the 
grocery is selling storage butter that’s a mite 
too old, and is charging a shade more than the 
average for flour, and so far as that apartment 
is concerned the corner groceryman’s name is 
Dennis. Just so with industrial lapses. They 
run in streaks, like lean in bacon. 

“Now when a premium is refused-me, | 
content myself with simply a big urge for that 
Premium. It may be only a ten-center, but I’m 
willing to spend ten dollars’ worth of time to 
find out the exact reason why that ten cents be- 
came a naught. Of course, I’m thinking of my 
company, and the awful cost to my concern of 
lapses in the total. But I’m thinking of myself 
as well. That ten-cent premium cost me a whole 
lot of effort, and back of that ten cents is ‘the 


in an 
know 


corner 


don't 
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thing known as ‘good will,’ the chiefest asset of 
any business concern. It’s my stunt to find out 
precisely why that ‘good will’ for premium pay- 
ment has flown the coop. Most times I find, if | 
keep at it long enough, that the reason for the 
lapse isn’t lack of ten cents. No, somehow the 
folks or individual got the notion life insurance 
isn’t worth even a petty self-denial. Then I dig 
in and keep at it until I prove what’s almighty 
easy, if a solicitor knows his business and is 
Not infrequently I get the 


right 


earnest. 
policy reinstated and get more insurance 


really 


ut that family. 

“And that’s contagious again. It will be 
easier to add to my debit in that locality than 
if the policy hadn’t been reinstated. And, let 
me say, we hear a lot about switching, but for 
switching into another isn't 
It’s a love of movies and things 


myself company 
very common. 
like that that seems to breed a lack of faith in 
life insurance. It is entirely one thing to get a 
man or woman to begin payment of premiums 
and quite another thing and a much more difft- 
cult thing to keep up the interest. 
Fasy to Lose 

“There's an old business proverb that it’s a 
sight easier to make money than to keep it after 
you’ve made it. Everyone knows this is true. 
This proverb applies to an industrial solicitor’s 
customers. For when you think it all over, 

wll decide that if you’ve done what every 
agent should do you've spent more time on many 
of your policyholders after they were policy- 
holders than you did to make ’em policyholders. 

“Now you may ask how I find out the reason 
why a premium is refused. And frequently 
there’s no use asking the refuser. 


f his or her ground. 


He or she 
isn't sure o In a way it’s 
an excuse for using money for 
than life insurance. So my plan, 
when it can be managed, is to go to a friend of 
And frequently, 


grabbing at 


other things 


the lapser and ask the reason. 
as I have said, the reason is loss of faith in the 
benefits of life insurance. And with me solicit- 

ve for that ten-center begins right over again.” 

Very ConTAcious 

The aged industrial solicitor has got the right 
idea when he says that lack of faith in life in- 
surance is a contagious disease. There’s lots of 
talk among the women of the ordinary apart- 
ment house. They meet on the roof when they 
hang out the washing; they are constantly meet- 
ine on the stairways of the building; they gossip 
as much in a city apartment or tenement as 
women talk with one another in a country vil- 
lage. Let the tin roofer on the third floor re- 
fuse his weekly payment to the industrial agent 
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and the next morning nearly all the women of 
the house have heard of the refusal. Likely 
enough, when the agent calls again there are 
several more lapsing premiums in the same 
building, and unless promptly taken in hand the 
lapsing disease extends right through a block 
of buildings. 

“Folks do things in droves,’ said the old 
“sky pilot” in his street talk in a mining camp. 
“If you charged for tickets to heaven, and 
once got a string started from the ticket win- 
dow in Tom Moseley’s saloon way down here, 
there isn’t a card stacker or a claim jumper 
hereabouts who wouldn’t dig down into his 
jeans for the price and join the string. It’s be- 
cause the herd in this burg are mostly headed 
for the brimstone and the big bonfire that I 
have such a job to yank out even one spavined 
critter from the stampede!” 


Oxtp StuFF 
‘f course many industrial agents are per- 
fectly familiar with all that is here stated. But 
there must be many, also, of industrial agents 
who are not familiar with these things or who 
do not use earnest efforts to cure the disease 
of lapsing. Were it not for this costly disease 
industrial insurance would be vastly cheaper 
than it is. Were it not for this disease benefits 
in industrial policies would be even greater than 
they are. Again, we all know these things. 
And, like the poor, lectures on lapsing must be 
always with us. 

And companies and managers must go on 
shouting about the waste of effort and money 
caused by lapsed industrial policies. It is the 
loose piate in the bottom of the vast and noble 
ship of industrial insurance. It keeps the pumps 
going to the very limit to bring the water of 
loss down. And if every man and woman who 
is converted to the value of life insurance would 
only stay converted, the millennium of industrial 
insurance would begin. 

In an industrial head office they tell the tale 
of an official who was given the responsibility 
of attempting by letters and circulars to agents 
and policyholders to keep down the flood of 
lapses in his company. Gradually it was noticed 
the official talked of nothing but lapses and the 
cost of lapses. 

One day the official, who was a chap who 
could never take things easy, didn’t show up. 
He was a bachelor and lived at a boarding 
house, at which it was found he hadn’t the 
night before occupied his room. His disap- 
pearance, indeed, was as complete as if he had 
met with a kidnapping. 

Months passed, and one day a medical ex- 
aminer of the company had occasion to visit the 





county insane asylum. “Strange thing,” said 
the asylum doctor, “we’ve got an inmate who 
says his name is ‘Lapsed Policies.’ He’s a 
quiet chap, but I think his condition is hope- 
less. He spends his days and most of his nights 
figuring and figuring. It seems to relate to life 
insurance.” 

The medical examiner had found the lost 
official, and according to the tale the insane 
official continued his calculations, proving what 
vast benefit would accrue if all unnecessary 
lapsing could be ended. 

Probably just a yarn. But it illustrates what 
might easily happen with an earnest man who 
took his duties as a killer of lapses too seriously 
for his strength. 





Canvassing for Ordinary 

One of the decisive times in the history of 
every life insurance canvass is the moment of 
approach. 

Many an application is secured or lost, as 
the case may be, because of the method em- 
ployed by the canvassing agent RIGHT AT THE 
START. There are, of course, as many different 
forms of approach as there are different per- 
sonalities engaged in the business, but such a 
statement as that refers, of course, simply to 
the minor details. 

We believe it may be safely said that the 
method employed by successful insurance so- 
licitors does not vary in important particulars, 
but that all who are successful in that line of 
work have many points in common when it 
comes to approaching the prospect and laying 
before him the merits of the contract. 

In the selling of insurance, many failures 
may be attributed to a lack of dignified reserve 
on the part of the solicitor, or, to put it in a 
more positive way, many unsuccessful attempts 
may be attributed to excess of familiarity on 
the part of the solicitor with the prospect. 





American National Promotes Industrial 
Men 

The American National of Galveston, Tex., 
announces two promotions in’the ranks of its 
industrial men. O. R. Godsmark, for some 
months connected with the Chattanooga office, 
has been sent to Knoxville, where he is now 
superintendent of the office in that city. 

A. D. Lovern, who has had a debit at Gaines- 
ville, Ga., has been moved to Chattanooga and 
made assistant superintendent. Mr. Lovern 
holds quite a remarkable record. Since May 1, 
1921, he has carried a large debit with less than 
one per cent arrears. During three weeks of 
time there were no arrears. It is expected that 
he will be of material assistance to Superin- 
tendent J. V. Conatser in the development of 
the Chattanooga territory. 


Stand Up [In Your Boots 

Stand up in your boots when you are talking 
to a prospect, look him straight in the eye, talk 
slowly and deliberately, that he may understand 
what you say, and don’t show any sign of fear. 
This attitude will command a hearing, whereas 
a timid, hesitating, excuse-me-for-living man- 
ner will meet with scant consideration.—New 


England Pilot. 
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How to Canvass for Industrial 
Agents 





UNTIRING EFFORT AMONG REQUIRE- 
MENTS 





Always Cultivate Policyholders and Show 
Them Your Interest in Their Welfare 


Every well-equipped man in the life insurance 
business knows that the most important feature 
of an agent’s work is canvassing. You can 
easily see why this is so, for the importance to 
any business of advertising is conceded, and 
canvassing being, to a large extent, advertising, 
it follows that the importance of the one es- 
tablishes that of the other. 

There is no “royal road to success” in the 
life insurance field, any more than there is in 
any other line of human endeavor. The suc- 
cessful agent is the man who, with enthusiasm 
in his work, goes untiringly about his business, 
combining an energetic persistence with tact and 
cheerful good manners. 

Let us consider for a moment what the word 
“canvass” means. And in the first place it 
means “To sift, to examine thoroughly.” That 
is one angle from which we view it, and the 
wise agent will bear that definition in mind 
and follow the suggestion: “Sift” your pros- 
pects. “Examine” them thoroughly and in that 
way find out just what their needs may be 
when it comes to selecting the proper contract. 
You will also find that to canvass means “Close 
inspection to know the state of”: keep that point 
in mind too and follow it out in your canvass 
of your debit, for then you will acquaint your- 
self with the needs of your people and be able 
to supply those needs intelligently. 

In the development of the canvass, it is well 
to give your prospect the benefit of your greater 
knowledge of policies and plans, but if, as some- 
times happens, the prospect knows enough 
about life insurance to have decided upon the 
kind of policy that he requires, don’t be too in- 
sistent in trying to sell him something else. If, 
on the other hand, you secure his consent to 
the purchase of a contract, but he is not sure 
as to just what plan he wants, take a little 
time to decide what form best suits his needs 
and then explain the contract to him and show 
him why that particular policy will fit his case 
the best. 

Always cultivate your policyholders to the 
point of friendship, if possible. Seek to im- 
press them with your friendliness and interest in 
them. If you can so impress yourself upon the 
people whom you insure, you will find that it 
will work out to your advantage in many ways. 

Some people think that the Industrial Agent 
who calls upon them is interested solely in 
“setting his money” and that after premiums 
have been paid the agent dismisses his clients 
from his mind until about the time the next 
premium is due. The wise agent will disabuse 
the minds of his clients of any such idea, for 
it is a fallacy, or should be, if the agent is 
an up-to-date man, a business man, and not 
merely a collector. The Industrial Agent, by 
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the very nature of his work, has as broad a 
field and as many opportunities for developing 
himself and the business as has any man in 
any other line of endeavor and more than most. 
The agent meets the same people often, and if 
he has the ability and the personality, he can 
so impress his clients that they will welcome 
his coming and rely upon him often for advice 
in business matters and he will be able to coun- 
sel them and gain, in that way, their favor 
and their confidence. So conduct yourself, 
therefore, with your clients that they will look 
upon you as a guide and friend and never for a 
moment entertain the suspicion that you are 
simply interested in collecting their money. 
Of course, this friendly attitude, this advisory 
role, can be overdone and just where to draw 
the line, just how far to go, is for the agent 
to determine and his success or failure on this 
point will be one of the factors that will de- 
cide his status as a first-class industrial agent. 

And while upon this subject of looking care- 
fully after one’s policyholders, may we point 
out the value of this in another way? The 
young people who start their life insurance ex- 
perience as industrial policyholders don’t al- 
ways remain in that category, by any means, 
and when they are ready to graduate, to leave 
the ranks of the industrial policyholders and 
invest in a larger policy, who should be the 
one to write them up if not the man who 
already collects these industrial premiums? It 
is very often the case, however, that an out- 
sider steps in at the right moment and secures 
sider steps that the industrial agent, had 
he been alive to the situation, or as we some- 
times say, “on the job,” would have and should 
have secured. And it is poor comfort after 
having lost such an opportunity as that to have 
the insured say—‘Why, I didn’t know you 
wrote these larger policies.” 

Don’t let such an experience be yours, but 
by keeping in close touch with your industrial 
debit, keep yourself in line for all the business 
that comes from it. 

A word might be said here as to the personal 
appearance of the agents, for it is true in 
some cases, we won't say many, but in some 
cases, that the industrial agent pays little or 
no attention to his personal appearance and is, 
therefore, not as welcome a visitor in some 
homes as he would otherwise have been. 

It is a fact that most people like to entertain 
and do business with men whose personality is 
attractive and who look prosperous and radiate 
optimism and success. 

Of course, it is sometimes hard to go out on 
one’s debit with an air of confidence and an 
appearance of prosperity and optimism, because 
we are all likely to have our off days when we 
see through blue glasses and success seems far 
off. But the agent who is determined to suc- 
ceed should fight against those blue days and 
should realize that even though he does feel 
as though the bottom were dropping out of 
things, it is to his immense advantage not to 
show it as he approaches those with whom he 
would do business. 

Another point of immense importance is, as 
to the proper time in which to make your best 
efforts—and that is Now. 
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There seems to be a tendency in most men 
to postpone work whenever possible, especially 
ii the task seems particularly hard or un- 
pleasant. 

A splendid discipline for one who is prone to 
act in that way would be to select the hardest 
task first of all and po IT Now. 

That means when making the rounds of your 
debit, to select those people with whom you 
are likely to have the most difficulty and whom 
you know of old’ as faultfinders and persons 
of disagreeable personality for your first calls. 

Get the faultfinders and the “kickers” out 
of the way as soon as possible and then you 
will have plain sailing for the rest of the day 
and be able to wind up the day’s work in such 
a frame of mind as will be conducive to a 
night’s rest. 


Autos and Life Insurance 

The answer to “Why is an automobile?” 
might well be “To spend money for what isn’t 
needed,” or “To spend money for not getting 
proper leg exercise.” There are, of course, 
legitimate reasons why’ some men should own 
automobiles and use them. The fact is, how- 
ever, that the vast majority of those who own 
automobiles would be the better off without 
them. 

If the average owner of an auto were asked 
to put into life insurance the cost and upkeep 
of his car he would tell you to go to the place 
where hotter fuel than even gasoline is used for 
warming purposes. Yet the average owner of 
an auto, during the present times, couldn’t do a 
wiser thing than to put his car money into life 
insurance. 

Leaving aside for the moment the initial cost 
of an ordinary car, the upkeep can be said to be 
at least twenty dollars a month. Now, twenty 
dollars a month. may not seem to be very much 
money, but it is two hundred and forty dollars 
a year. Two hundred and forty dollars a 
year would purchase at age thirty something 
like ten thousand dollars of life insurance. 
Think what it would mean to the family of the 
average man of the community if he had in ad- 
dition to what he has at.present ten thousand 
dollars of life insurance! 

But suppose that the average cost of an in- 
expensive car owned by the average family who 
owns a car is one thousand dollars, and that 
every ten years the car is replaced at a cost of, 
say, the same amount. This investment for 
twenty years at six per cent amounts to five 
thousand dollars. If the average interest on 
this increasing investment were used to pur- 
chase life insurance, we would have a total, in- 
cluding the other ten thousand dollars, of about 
seventeen thousand dollars for the protection of 
the family. And at the end of twenty years 
the family would be better off by the amount of 
five thousand dollars, which could be used to 
pay off the mortgage which is the usual money- 
absorbing appendix of an American home, 
where a home is owned. 

The National Life and Accident Insurance 
Company of Nashville, Tenn., has been licensed 
by the California Insurance Department to 
transact business in that State. 
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NEWSPAPERS PROSPECT SOURCE 
Proper Reading Will Reveal Many Persons 
to Be Called Upon 

A three-cent newspaper, properly read, will 
furnish you with enough prospects and leads to 
keep you busy for a month or more. 

The recent bridegroom will need additional 
protection, as well as the chap who has just 
announced his intentions. The new and happy 
father is in the frame of mind to take out more 
life insurance for his family. 

The notices of death and accident furnish the 
best of talking points. 

The young man eager ‘to save wants some- 
thing that will compel him to do so. Life in- 
surance will furnish the means. 

The man just promoted, the merchant work- 
the investor needing 
all should have life 


ing on borrowed capital, 
protection for his deals, 
insurance. 

The man who needs life insurance to cover 
inheritance taxes. 

There is the self-supporting woman in busi- 
ness, the school-teacher; life insurance will 
appeal to them as no other investment will. 

The business recently formed 
furnish prospects for partnership or business 


connections 


insurance, and working back to the families 
of the interested parties we find that 
there are sons and daughters in the market 


may 


for policies. 

The city and county records list the mort- 
gages. There’s a lot of business to be done 
with men who have borrowed. The need of 
protecting others by covering their debit is 
A man wishes to leave the home un- 
Life insurance 
who are 
class of 
all over 


obvious. 
disturbed for his loved ones. 
will solve this problem. Some men 
paying particular attention to 
prospects get after them hot-footed 
the county by sending immediately to the mort- 
gagors a short, courteous letter stating they 
have a policy to fill the exact needs, and this is 
followed by a personal call. 

The directory, carefully studied, is a never- 
failing source of prospects, while many agents 


this 


in medium or large size cities are working the 
corporation idea. The plan is to start on a 
large plant and select two or three men al- 
ready insured with the company and to make a 
friendly call upon them. If the approach is 
made along these lines you are likely to meet 
with hearty co-operation: “Mr. Blank, you, 
being a Prudential policyholder, appreciate the 
value of Prudential insurance. I know you 
will be only too glad to see this protection ex- 
tended to others, and as you are working side 
by side with men whose circumstances you are 
more or less acquainted with, I am wondering 
if you will not give me the names of some of 
your friends whom I can call upon, using your 
name as a reference.” Frequently, in this way, 
you can secure every needed particular, and 
thus will be enabled to frame your talk well in 
advance in regard to the policy which in your 
opinion will fit the case. 

An endless chain of prospects can be secured 
from old policyholders and from new ones. 
What easier thing is there than to say to a man 
who has just been handed his policy and who 
is mentally patting himself on the back at his 
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good fortune, “I would appreciate the names of 


a couple of your friends, Mr. Smith’? Any 
new policyholder is good for two A No. 1 
prospects, and old policyholders will yield a 
continuous flow if you serve them faithfully 
and well and win their friendship and confidence. 

Prospects should be cared for by a card sys- 
tem and the probables and possibles separated. 
These cards should be gone over regularly. 
The weekly work should be carefully laid out 
in advance, so that as many calls can be made 
as possible. 

Prospects are the source of our business, of 
any business. Therefore, put your heart into 
getting a full list of prospects. 

We have in stock form 1635 (prospect card). 
There is no better card for keeping an intelli- 
gent record of your prospects. If you are in- 
terested in building for bigger, better business, 
a supply will be sent you.—Prudential Record. 


Atlanta Industrial A. & H. Companies 
Organizing 

Probably no insurance center in the country 
has suffered as much from fraudulent indus- 
trial and health and accident claims as Atlanta. 
THe Spectator several months ago published 
an account of a prominent Atlanta physician 
working in collusion with representatives of a 
negro company. sys- 
temized fraud was going on, it is alleged, and 
finally the companies have awakened to the 
necessity of action, and the Atlanta Insurance 
League has been organized. This body is com- 
posed of representatives of twelve of the lead- 
ing industrial and health and accident compa- 
nies operating in the Atlanta territory. 

The men meet once a week and canvass the 
suspicious claims which have been submitted to 
their companies, exchanging views and assem- 
bling information. 

As a great deal of the trouble has been due to 
unscrupulous physicians, who have aided in the 
filing of false claims, a thorough investigation 
is being made of the physicians used by the 
companies within the league. 

The in dealing with dis- 
honest claimants has been the fact that where 
one company might reject a claim, another 
company would pay, the latter invariably call- 
ing attention to its “liberality.” Such tactics 
always react on every company, and therefore 
closer co-operation among the companies is be- 
ing sought. 


A year ago wholesale, 


greatest trouble 





Stick 

A few years ago when the country was 
flooded with a lot of easily and rapidly acquired 
wealth, many life insurance salesmen forsook 
the rate book to engage in promotions and 
stock-selling enterprises. Some of them made 
money quickly. Some did not.’ Few are as 
well off to-day as they would have been had 
they stuck to the old game. And now they are 
coming back to the insurance business to find 
that, in most instances, other men have made 
good in their old territory during their absence. 

There is nothing so profitable to the com- 
petent salesman as the building of an insurance 
agency in a good community. Each vear he 
will find his business easier to write, 








PRUDENTIAL HAPPENINGS 


Many Promotions from Ranks to 
Assistant Superintendents 


GOOD SHOWING IN SOUTHERN STATES 


John A. DuBroy, St. Louis, Completes 
Twenty-five Years With Company 

As a reward for satisfactory service per- 
formed in the agency ranks the following 
named have been promoted to the position of 
assistant superintendents: Harry R. Forsell, 
Worcester, 2; John Schneider, Providence, 2; 
Ernest C. Horrocks, New Bedford; Albert H. 
Lupien, Boston, I. 

Assistant Superintendent J. P. McNamara, 
of the Elmira, N. Y., district, has qualified with 
$100,000 of net new business during the year 
1921. The star performers of the agency staff 
of Division H in this respect are agents J. J. 
Rozboril, Binghamton, N. Y., who qualified 
with $100,000 of net business; Agent H. F. 
Powell, Jamestown, N. Y., and Agent W. L. 
Saxer, Ithaca, N. Y. 

Superintendent L. F. Miller, of Reading, Pa., 
leads Division K in ordinary net cancellations 
for the year and is number 3 in the entire 
field. Superintendent W. E. Quinlin, of Potts- 
ville, is number 5. In Division K the Harris- 
burg, Pa., district stands number 1 in both 
ordinary new business and proportionate. Agent 
A. R. Phillips, of Easton, Pa. is at present 
the pacemaker of Division K in ordinary net 
new business. The good work done by former 
agent Robert P. Weidner, of the Reading, Pa.. 
district, won him promotion to assistant super- 
intendent, dating from September 26. 

The following named agents have been pro- 
moted to the position of assistant superintend- 
ent in their respective districts: Peter J. Bleitz, 
St. Louis, 2; James G. Harber, St. Louis, 3; 
Harry H. Grote, St. Louis, 4, and Thad H. 
Goldman, Evansville, Ind. 

Promotion to assistant superintendent has 
come to Agent Edward J. Kuhn, who operates 
from the New Rochelle, N. Y., office of the 
Mount Vernon, N. Y., district. He will handle 
an agency staff in the same city. Agent J. 
Spiegel, of the Poughkeepsie, N. Y., district, 
has stepped into a higher position. He was re- 
cently promoted to assistant superintendent in 
the same district. 

Recent changes in the Montreal 1 district in- 
clude the transfer of Assistant Superintendent 
W. H. Schaper to the Lachine detached assist- 
ancy and the promotion of Agent Thomas Pol- 
lard to the place thus vacated. The latter en- 
tered the service as agent in January, 1920, and 
has earned advancement by good all-round re- 
sults, the outcome of strict attention to duty. 

Operations in the districts comprising the 
Southern Division are now going on with all 
signals set for good speed. Norfolk, Va.; Rich- 
mond, Va.; Birmingham, Ala.; Memphis, 
Tenn.; New Orleans, La., and Atlanta, Ga., 
the present districts, are making good progress 
and their bands of straight canvassers will soon 
be heard from with excellent results. 

Agent James P. Heinen, of the Milwatikee 2 
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district, and Agent Hilton M. Schuh, of Mil- 
waukee 1, have been advanced to the position 
ot assistant superintendent and will operate in 
ihe same district where they conducted the 
agencies. 

The following were recently admitted to 
Class A membership in the Prudential Old 
Guard: John EI. Nixon, Oshkosh, Wis.; Em- 
mett L. Dunn, Madison, Wis.; Adolph -R. 
Olson, Duluth, Minn.; Ralph DeCondres, St. 
Paul, Minn.; Isadore D. Hecht, Milwaukee 1, 
Wis. 

\iany agents of Division L have shown fine 
progress in the production of business. la 
recognition of their work, it is pleasing to know 
that a number of them have been advanced to 
the position of assistant superintendents. All 
of the following named will continue in their 
respective districts: E. Wheeler, Kansas City, 
Edwards, Springfield, IIl.; 
Edwin 


Kati.; James P. 
jJonn A. Forster, St. Louis No. 1, Mo.; 
Kt. Sherman, Springfield, ill., and [Emmett D. 
Wayiand, Sedalia, Mo. 

Superintendent John A. DuBroy of St. Louis 
No. 2, Mo., has completed twenty-five years 
of successful and honorable service. 

Guy E. McCoy, superintendent of the Battle 
Creek, Michigan district, has been admitted 
to Class D of the Prudential Old Guard, his 
service dating from September 7, 1901, when he 
started as agent at Greenfield, Ind. 

After serving as agent, assistant and agency 
organizer, he received his promotion to super- 
intendent, assuming charge of the Vincennes, 
Ind., district. on January 1, 1912. On March 24, 
igi3, he was transferred to Detroit No. 2, in 
the same capacity, and was placed in charge of 
his present territory on September 15, IgI9. 

Assistant Charles W. Stewart of Joliet, IIl., 
district, has completed thirty years in the service 
of the company, and is one of the recent addi- 
tions to Class F of the Prudential Old Guard. 

His career started on September 19, 1891, as 
agent in the St. Louis No. 2, Mo., district, and 
since that time he has served in various ca- 
pacities in the city of St. Louis and the district 
of Lafayette. Ind. His present account, as 
assistant of the Ottawa detached territory of 
the Joliet district, dates from June 15, 1912. 

The members of the Minneapolis staff, with 
their wives, were tendered « dinner by the com- 
pany in honor of Superintendent W. A. Thomp- 
son’s twenty-five years of service. 


INDUSTRIAL INSURANCE ENDURING 
Will Always Be Need for That Form, Says 
Sir Joseph Burn 

In the course of his response to the toast of 
“The Company,” says the Policyholder, London 
at the recent successful reunion meeting of the 
Prudential N Division, Sir Joseph Burn, 
K.B.E., the general manager and actuary, said: 
“Industrial insurance of the past was quite 
different to what it is at the present, and still 
more different to what it will be in the future. 
Industrial weekly business has not come to an 
end, and I believe it never will. There will 
always be a demand for small insugances. But 
there is now also a demand for another kind of 
industrial insurance, and we must rise to the 
requirements of the times. At the present time 
the demand is for the endowment assurance. A 
man in the past paid a few pence to provide for 
a certain sum of money to be paid at death; 
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now it is different, since he desires to combine 
his savings with the death cover. With the 
coming of the monthly premium it necessarily 
followed that you had a great increase in en- 
dowiment assurance. 

[ am a great believer in the simple form of 
life assurance; but it must be also admitted 
that everyone has a right to make a provision 
against old age. It is indeed sad to find that 
so many, after working all their lives, have to 
depend in old age upon the second and even 
third generation. They have a right out of their 
savings to have an independence for the rest of 
their lives. That is the bedrock of endowment 
assurance. In the past the rate of expense made 
it impossible for us to provide satisfactory en- 
dowment assurance tables in the industrial 
branch. It cannot now be done at that rate of 
expense. The great work before us is to reduce 
expense so as to be able to provide what is 
wanted, viz., a cheap monthly endowment as- 
surance. 

Consider for a moment the past progress of 
the ordinary branch of the company and the 
success we have attained to since we started en- 
dowment assurance. What the nation wants is 
a means of saving easily, coupled with a pro- 
vision against the contingency of early death. 
We cannot do this if we continue on the old 
lines. Don’t let anyone be misled. We must 
tread the new road. There is something to be 
done that only we can do, and it shall be done. 
[ am determined that it shall be so done that 
in proportion as it is an advantage to the nation 
at large so it shall be an advantage to you. In 

rder to accomplish this great work we must 
have larger debits, work must be done more 
expeditiously, and savings effected in every 
possible way. As endowment assurance becomes 
cheaper it will become more and more popular. 





Prolong the Interview 

Here is a man whom we are talking to, the 
man who says, “I have all the insurance I want, 
I am not going to buy any more insurance, I can 
make more money with my money than your 
company can make for me, and it is a waste of 
your time, and my time, to discuss that matter 
when I am settled on the proposition that I am 
not going to buy any more insurance.” 

When that man makes that statement, by 
hook or crook, try to prolong the interview. A 
judge made that statement to me. By hook or 
crook T tried to increase the length of the in- 
terview, and, having increased the length of 
interview, he inadvertently gave me the weak 
side of his armor by saying that he had bought 
a home on which there was a mortgage and 
that he regretted that he could not pay it 
quickly. Ina flash I came back to him, saying, 
“Tf that is a source of regret to you, how much 
more of a source of regret would that be to 
your dependents in case you died?” The man 
had absolutely refused to give me time, but by 
prolonging the interview, by getting at that 
weak side in his armor. T wrote him $30,000 
before IT left. Prolong the interview and you 
will find some means of arousing the interest. 

—TI. Kaufmann, in Educator Monthly. 
2,973 Mine Fatalities 

The Bureau of Mines, Washington, D. C., re- 
ports that accidents in 1920 in mines, quarries 
and metallurgical plants, exclusive of blast fur- 
naces, of the United States caused the death of 
2973 employees and the injury of 206,000. 

Based on a standard of 300 working days pet 
man, the statement said, “For every thousand 
employees 3.19 were killed and 221.22 injured.” 
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JOHN HANCOCK NEWS 


Daniel J. Blake Promoted Springfield, 
Mass., Superintendent 


SIX MEN WRITE $100,000 IN BUSINESS 


Numerous Promotions from Agency Ranks 
to Assistant Superintendents 

In recognition of a long period of faithful 
service with the company, many years of which 
have been devoted to a field far distant from 
his home State, the company appointed Super- 
intendent Daniel J. Blake, of St. Louis, II, as 
the new superintendent for Springfield, Mass. 

Mr. Blake entered the company’s employ as 
an agent at Lawrence, Mass., in 1895; was later 
promoted to an assistancy at the same agency, 
and attained his majority by appointment as 
superintendent of North Adams in 1905. From 
North Adams he was transferred to the super- 
intendency of St. Louis, II, in 1908, to which 
district he has since devoted his energies with 
pronounced success. I*rom what was consid- 
ered a particularly difficult proposition, Super- 
intendent Blake has developed a splendid, pro- 
eressive, first-class agency. 

The change takes effect November 14. An- 
nouncement of the appointment of a successor 
to Superintendent Blake as superintendent of 
St. Louis, I,, will follow later. 

Six industrial men have qualified as $100,- 
000 producers of ordinary business. These men 
are N. Langberg, New York, V; J. F. Murphy, 
Chicago, IV; J. F. King, New Haven; H. P. 
Grogan, Stamford; W. Philips, Boston, and 
J. M. Harrington, Pittsburgh, IT. 
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The topnochers in the John Hancock at the 
end of September are the same as for the pre- 
ceding month. The assistant superintendents 
leading are: on weekly premium increase, Mr. 
O’Connor of Cambridge; on gross ordinary is 
sues, Mr. Jamm of New York, I, 
issues, Mr, Shanessy of Roxbury. 
leading are: on weekly premium 
Mr. Sassano of New London; on gross ordinary 
issues, Mr. Langberg of New York, V, and 
on gross A. F. issues, Mr. Koch of Roxbury. 

The detached assistant superintendents lead- 


and on gross 
The agents 
increase, 


ing on weekiy premium increase, Mr. Odlum 
of (Norwich) New London agency; and on 
gross ordinary and A. F. issues, Mr. Phelan 


of (Newport) Falls River agency. 

The John Hancock field contains a sympa- 
thetic article on the sudden death of Julian B. 
Smith, late superintendent at Springfield. With 
no warning whatever, and following-a morn- 
ing’s work characterized by his customary vigor 
and cheerfulness, the end came early in the 
afternoon of Thursday, October 6. 

Kichly endowed with good health and grace 
of manner, he was a man of sterling character 
and high ideals, and gave to the company the 
best within him. His loyalty and enthusiasm 
in the work were dominant traits and his ability 
to make and hold friends leaves a wide circle 
to sorrow now in his sudden death. 

The sudden death of Frank Delahee, assist 
ant superintendent at Cohoes on Sept. 18, re- 
moved from our numbers one who had served 
the company faithfully and well for many 
years. 

The following have been promoted from the 


at Baltimore: 


assistants in the districts of 
Richard C. Barrington, Phila- 


agency ranks to 


their service: 
delphia, IV; 
Jeremiah F. 


Herbert S. Coln, Chicago, III; 
Murphy, Chicago, IV. 
and transferred: Robert C. Coch- 
sent at New London to an assist- 
Meriden. 


Promoted 
ran, irom as 
ancy at 

Assistants 


transferred: Albert J. Burke, 


from Philadelphia, IV, to Allentown; James 


Cox, from Pittsburgh, I, to Pittsburgh, III; 
John W. \ilkinson, from Newark to Hart- 


ford. 

Other 
application 
clerk at New 
from 


Frank A. Thornton, from 
inspector at Long Island city to 
York, Ill; William E. Burke, 
application inspector .at Malden to an 
at Haverhill; Vincent J. Shea, from 
cashier at Waterbury to same position at De- 
Frank R. Koch, from assistant cashier 

at Waterbury; Henry A. Mayer, 
at Cleveland, II, to cashier at Cleve- 
land, I; John A. McDonald, from application 
inspector to assistant at Pittsburgh, I; George 
P. Betz, from cashier to application inspector at 
Detroit, I; Shea, from assistant cashier 
to cashier at Dayton; Winfield S. Lowden- 
superintendent of Allentown, 
who has been on a leave of absence, has re- 
turned to the position of assistant-at-large, at 
iliram Airey, Bishhara M. Mansur, 
William H. McCormick, from assistant super- 
intendents to the positions of assistants-at-large 
Arthur F. Sanders, Ernest 
Marotte, John S. Mahoney, Ernest E. Stanton, 
from assistants to the positions of assistants-at- 


changes: 


assistancy 
troit, I: 


to cashier 
from clerk 


Mary E. 


slager, formerly 


Baitimore: 


large at Springfield. 





THE ART OF CANVASSING 


HOW TO SELL INSURANCE 
BY THE LATE WILLIAM MILLER 


Formerly superintendent of agencies of a large life insurance company 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 


by passing through nine large editions. 


eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
first penned. ‘Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 


them it will do for others. 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get ata man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 


recruit and the veteran. 


The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 
Single Copies - - - - - 
25 ce ee ee 
50 ‘Se ee ee 
100 ce ese ee 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
(INSURANCE EXCHANGE 





A reprint of the 


- $2.00 
- 45.00 
- 85.00 
- 160.00 


CHICAGO OFFICE 

INSURANCE EXCHANGE 

135 WILLIAM STREET 
NEW YORK 








A Thousand and One Hints 


TO AGENTS OF 
INDUSTRIAL LIFE INSURANCE COMPANIES 


This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. 


Price per copy, cloth bound, 


Special prices quoted on large quantities. 


THE SPECTATOR COMPANY 


By 
W. Meador 


$1.00 


135 WiLttam STREET 
NEW YORK 











EDUCATING THE AGENT 


Matter of Concern to the Insuring 
Public 


VALUE OF SCHOOLS ALREADY ESTAB- 
LISHED 


Training in Common Difficulties of the 
Agent Most Necessary—Education 
Must Be Supplemented by Effi- 
cient Supervision 


By T. Lours HANSEN 
Vice-President, The Guardian Life Insurance 
Company of America 

{Extracts from an address delivered today 
before the Life Agency Officers Association. | 

The proper education of the life insurance 
salesman is a matter of the greatest concern 
to the insuring public and I put the public first 
because, after all, the public in perhaps nine 
cases out of ten buys that which the salesman 
presents as the most desirable policy whether 
it is or not—in the second instance and in only 
slightly lesser degree is it of the greatest con- 
cern to the institution of life insurance and 
the individual companies because both the in- 
stitution itself and the company are judged by 
the insuririg public by the calibre of its sales- 
men. 

I do not know to what extent the public and 
the institution of life insurance are injured 
through the lamentable lack of education along 
the line of life insurance salesmanship which 
we all know to exist among the great army of 
approximately 175,000 licensed agents in this 
country, the former because of policies sold 
which are utterly unsuited to the needs of the 
public and the latter because of the adverse 
impression created upon the minds of prospects 
by the ignorant, untrained salesman. 

When Bacon said that “knowledge is power” 
he uttered a truth which can be applied with 
particular force to our business, and when 
Macaulay said that “half-knowledge is worse 
than ignorance” he must have had in mind 
the great harm which can be done by the person 
with a smattering of knowledge who doesn’t 
realize his own limitations, but to me it seems 
that the situation as it applies to us is best 
stated by Daniel Webster, who said, “knowl- 
edge, in truth, is the great sun in the firmament. 
Life and power are scattered with all its 
beams.” 

The question which troubles us is how can 
we most effectively create this great light, 
knowledge, so universally in our agency organi- 
zation, that its beams will radiate through each 
salesman and bring light and happiness into the 
homes of those who stand in need of the pro- 
tecting arm of life insurance? Happily we are 
all agreed that a real need exists and a solu- 
tion should therefore not be difficult of attain- 
ment, especially since considerable headway 
has already been made by several companies 
and through the establishment of short courses 
in life insurance salesmanship which at Carnegie 
Tech, the University of Colorado, and this 
summer at San Francisco, have been signally 


successful. Thus the trail has been blazed for 
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us and for this we owe a debt to Dr. John A. 
Stevenson, Mr. Griffin M. Lovelace, Dr. Edward 
K. Strong, Jr., and Mr. Charles J. Rockwell, 
as well as to Mr. Wm. E. Taylor, Mr. Winslow 
Russell and Mr. Edward A. Woods, who were 
largely instrumental in establishing the first 
school at Carnegie. 

In approaching the subject of educating the 
life insurance salesman we must first realize 
that proper selection is essential, for; as Saadi 
once said, “Capacity without education is de- 
plorable, and education without capacity is 
thrown away.” In other words, we must be 
sure that the material with which we are work- 
ing is such as will not only assimilate but also 
extend the knowledge to be imparted. This I 
consider of paramount importance, as it has 
been my observation that those of our sales- 
men who graduated from Carnegie and subse- 
quently failed would never have been sent there 
had proper tests and standards been observed. 

An ideal method of education is to my mind 
the one under which each manager or general 
agent assumes the duties and responsibilities of 
the teacher. In reality this falls within the 
boundaries of his duties, but unfortunately man- 
agers and general agents are not always fitted 
for this kind of work, either because of some 
temperamental weakness or, as often is the case, 
and | dislike very much to make the admission, 
because they have not themselves sufficient 
knowledge to teach others. This statement 
carries with it the implication that in mapping 
out an educational program the companies must 
do so with a view to extending it to the man- 
agers as well as the salesmen. It is our inten- 
tion to encourage our managers to supplement 
our correspondence course wherever practical 
with classes presided over by them in order that 
the greatest value may be derived from our 
effort and in this manner we hope to bring 
about the closest co-operation possible for a 
course conducted by correspondence. 

I believe it to be of importance that a course 
in life insurance salesmanship should particu- 
larly cover the difficulties which are mostly en- 
countered by the salesman, namely, the method 
of securing prospects—how to secure informa- 
tion concerning them—how to analyze their 
needs—the planning of his work day by day 
and how to overcome objections. In planning 
the day’s work I believe that one of the most 
effective means of keeping up the salesman’s 
morals, and this applies in particular to the new 
salesman, is to sandwich what may be termed 
“friendly” calls on old policyholders in between 
interviews on new prospects, my theory being 
that old policyholders are presumably old friends 
of the company, and to call upon them and 
learn from the lips of those who have bought 
of the satisfaction created through the feeling 
of security which comes with the protection 
life insurance furnishes, is likely to buoy the 
salesman’s spirits up for the interview to fol- 
low. I believe that if it is possible to provide 
the warmth which one or two old policyholder 
calls per day should furnish, it will materially 
aid the new salesman to keep from discourage- 
ment. 

In this connection it should be borne in mind 
that -education alone does not suffice to make 


Thursday 


the successful salesman but that it must be 
supplemented by efficient supervision. H. W. 
McIntire, instructor in psychology of selling 
at Carnegie, said at the meeting of the Board 
of Co-operative Members of the Bureau oj 
Personnel Research at Carnegie last October, 
“A salesman is not efficiently trained until he 
has been efficiently supervised.” He further 
stated that a training course should measure up 
to two requirements, viz.: 

I. It should contain all items that are 
common to the selling talks and methods of 
successful salesmen. 

2. It should not contain material that has 
not proved valuable in making sales. 

The value of the courses given in the schools 
already established has been proven beyond 
question and it is my firm conviction that the 
various life underwriters’ associations would 
contribute very greatly to the cause of the edu- 
cation of the life insurance salesman if they 
would work for the establishment of some 
school in their vicinity where the principles of 
life insurance and life insurance salesmanship 
could be taught, regardless of company affilia- 
tion. If a standardized course for this pur- 
pose could be prepared by the National Associa- 
tion of Life Underwriters and the Association 
of Life Agency Officers, it would mark a great 
forward step. 

A number of life underwriters’ associations 
have already done splendid work along these 
lines, the Atlanta association having been in- 
strumental in establishing a. course at Georgia 
Tech, the Cleveland association at the Western 
Reserve University, the Chicago association at 
the Northwestern University and the New York 
association at the New York University, which 
I understand will open on January first next, 
and the Colorado and San Francisco associa- 
tions instrumental in establishing the 
courses at the University of Colorado and the 
summer course in San Francisco, and doubtless 
other associations are working along. similar 
lines. These efforts are deserving of both en- 
couragement and support on the part of com- 
pany executives as they are helping them solve 
one of the most important problems with which 
they are confronted. 

If as a result of our discussion plans should 
evolve which eventually will eliminate the un- 
trained life salesman, a new and 
larger era will commence for our great institu- 
tion, and with an army of professional salesmen 
fully equipped to give expert advice on life in- 
surance we shall see our business grow to such 
proportions as to make us ashamed of the new 
business record of 1920, the great year of life 
insurance, when on an average of 3 cents per 
day, or the price of a newspaper, represented the 
American family’s contribution for premiums 
on new life insurance issued that year and when 
18 cents per day, or the price of a cigar, con- 
stituted such family’s contribution to the total 
amount of premiums on all life insurance in 
force during 1920. 

It was James Cotter Morison who said, “A 
good education is generally considered as re- 
flecting no small credit on its possessor; but in 
the majority of cases it reflects credit on the 
wise solicitude of his parents or guardians, 
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“A_book 1s good to read 4f it gets the reader in a working mood.” ° 


“Third Party Insurance” 


BEING “Insurance against liability imposed by law upon an 
individual, firm or corporation by reason of injuries to person or 
property sustairied by a third person on account of a specified 
activity of the assured” 


Furnishes knowledge, confidence and POWER to your junior partners, 
your sales force, the young man or woman in your office and to you 
yourself, and sets your entire organization, “in a working mood. 


Study The Chapter Headings: 
1, Coverages which have been Devised to V. Employer's Liability and Workmen's Com- 
meet Various Insurance Needs. : pensation. — 
11, Characteristics Common to all Forms of vE eae 


111, The Various Third Party Coverages. VIII, Rates and Rating Bureaus. 


1V, Standard Provisions of Third Party IX, Inspections and Audits. 
Policies. X. Claims, Suits and Reserves. 








Martin P. Cornelius, eminently 
qualified for the task, has performed 
a most useful service in making 
available in book form 
essential information not 
treated of in any 
other publication. 


$5.00 
Prepaid 












For Sale By 
The Publishers 


THE INSURANCE FIELD CO., Incorporated 
P. ©. Box §17 Louisville, K- 


AAUULAAAUUANOOU LEONE EOHADAUU EL AAALA EST 












The A B C of Life Insurance 


A new edition of this standard work, originally compiled and 
written by the late Charles E. Willard, has just been published, 
being entirely rewritten, enlarged and improved by 


MILLARD KEYS, A. M., 
Associate of the Actuarial Society of America. 


There are no technicalities nor abstruse mathematical prob- 
lems in this work, but it tells what life insurance is in a plain, 
straightforward manner. The elementary principles that gov- 
ern Life Insurance are treated in a simple, readable form that 
can readily be understood. 


Tt was felt that the book as it stood did not fully meet the 
conditions found to-day, and because of that the book has been 
entirely rewritten. The aim of the reviser has been to make 
the original work fit modern conditions, while at the same time 
preserving the simplicity of the original text. ; 


Important New Features in This Edition 


Write for circular, which explains in detail the many im- 
portant new features added to this book. 


The author of The A B C of Life Insurance planned to keep 
his text matter and tables down to 100 pages, so as to enable 
any intelligent man entering the business of life insurance, and 
desiring to obtain an easy lesson in the foundation principles 
of life insurance, to thus be able to peruse and absorb the con- 
tents of the book by a few hours’ study. 


PRICE PER COPY $2.00 


Liberal discounts when ordered in quantities 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
INSURANCE EXCHANGE 


135 WILLIAM STREET 
NEW YORK 




















NEW EDITION 


Inheritance Taxation 


A Talking Proposition 
for Life Insurance 


A second edition of Gleason & Otis on Inheritance Taxation 
has just been published, treating of the Inheritance Tax I.aw, 
State and Federal, under six topics as follows: 


1. The nature of the tax and the constitutional 
principals that limit and control its imposition. 
The different transfers taxable, viz., by will, 
interstate law, gift in comtemplation of death, 
life insurance, etc. 

3. The parties and their interests, residence of the 
decedent, relationship of the beneficiaries, ex- 
emptions, life estates, remainders, mortuary ta- 
bles and calculations of the value of life interests. 

4. The property transferred and the problems aris- 
ing out of its situs and valuation. 

5. Procedure, necessarily confined to the New York 
practice, though it is largely followed in other 
States, and authorities from these States are 
cited where applicable. 

6. General resume of the status and an extended 
discussion of the provisions of the Federal and 
New York acts. 


There was quite a wide sale of the first edition af this book 
published in 1917, and among insurance men it attracted much 
attention and numerous copies were sold. 

The new edition is a modern, complete and exhaustive 
treatise on the problems arising from graded inheritance tax- 
ation rates, non-resident estates and conflicting jurisdictions, 
with the revised statutes of the several States and the latest 
Federal Act. 


Life Insurance and Inheritance Taxation 


Insurance of the inheritance tax provides a means for paying 
the tax due on any estate without sacrificing any part of the 
estate by a forced sale in an unfavorable market. To that 
extent insurance of the inheritance tax assists the Government 
and State authorities in collecting the tax due promptly. 

Therefore Life Insurance and Inheritance Taxation is prov- 


_ ing a very vital question with Insurance Agents, and this new 


edition of Gleason & Otis on Inheritance Taxation ought to 
have a large sale in the insurance field, for the following reasons: 

No State but Tennessee taxes life insurance when 
payable direct to the beneficiary and not to the estate. 

The Federal statute of 1919 taxes insurance poli- 
cies aggregating more than $40,000 as part of the 
estate although payable direct toa beneficiary. This 
provision is of doubtful constitutionality. 

The increase of inheritance taxation, both State 
and Federal, makes it advisable to create a sinking 
fund through life insurance for the payment of such 
taxes in order to preserve intact the securities of an 
estate. 

Every estate of $50,000 must pay a Federal tax and 
every estate must pay a tax in the State of domicile, 
except in South Carolina, Alabama and Florida, and 
the District of Columbia. In addition to this, nearly 
every State taxes the transfers of stock in domestic 
corporations held by non-resident decedents. 

These facts and many others of interest to life insurance agents 
and investors appear in the new edition of Gleason & Otis-on 
Inheritance Taxation. This is the only work on the subject 
published in five years and contains all the statutes, both State 
and Federal. 

The special chapter on life insurance, page 157 of the new 
edition, reviews the authorities in the several States on the 
subject of life insurance as related to Inheritance Taxation. 


One volume, 1205 pages, bound in Buckram 
Price per copy, $10.00 
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CHICAGO iil 


NEW YORK 

















rather than on himself.” The responsibility 
for the education of our young people rests with 
their parents or guardians—the responsibility 
for the education of the life insurance sales- 
men, with the companies. 





FROM THE METROPOLITAN 
Changes and Promotions of the 
Month 
Among managers and deputy managers of 
the Metropolitan Life Insurance Company there 
have been few changes during the past two 
In Canada the following have taken 
place: F. L. Ray, manager of Toronto, Ont., 
was appointed home office inspector and F. F. 
Taylor was appointed manager to fill the va 
cancy, September 12. Regina, Sask., was in 
need of a manager and Kenneth Cox was trans- 
ferred from Halifax, Nova Scotia, September 
12. This left a vacancy in Halifax which was 
filled by Herbert C. Coates, manager of Yar- 
mouth, N. S., and his place was taken by Spen- 
cer Gale, deputy manager at St. John, New 
Brunswick, who thereby received promotion 
Herman H. Gray, manager, Kitchener, Ont., 
was transferred to Hamilton, Ont., October 
to succeed D. W. Mason, and Peter A. Bowen. 
group life supervisor, was appointed manager 
of Kitchener, Ont., the same date, to succeed 
Gray. Jean Valenti, manager of the Riviere du 
Loup district, Que., was transferred to Mon- 
treal Center, Oct. 17, to succeed T. B. Bour- 
geois, who resigned, and Lidger Gregoire, depu- 
ty manager at Sherbrooke, Que., was promoted 
to be manager of the Riviere du Loup district 
In the southwestern territory Lee V. Clark 


Last 


months. 
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manager of the Des Moines, Ia., district, was 
transferred to Cedar Rapids, Ia., Sept. 5, to 
succeed C. W. Timberlake, who resigned, and 
Benjamin F. Flachman, deputy manager, Tower 
Grove, St. Louis, Mo., was promoted to be 
manager at Des Moines, Sept. 5, to succeed 
Clark. Two resignations made other changes 
necessary. Joseph C. Butler, manager of Daven- 
port, Ia., resigned Sept. 5, and his place was 
filled by the appointment of Emil G. Vieweg, 
formerly Provident inspector of the south- 
western territory. Edward B. Sulzbacher, 
manager at Hermitage. Nashville, Tenn., re- 
signed Sept. 12 and was succeeded by John 
Hendry, deputy manager at Easton, St. Louis, 
\Mo., who thus received promotion. 

Andrew C. Mitchell, manager of the Meri- 
dian, Miss., district, was transferred to Mobile, 
\la., Sept. 26, to fill the vacancy left by the 
death of C. M. Erdman, and William F. Bar- 
ron, deputy manager, Birmingham, Ala., was 
promoted to be manager at Meridian, Miss., 
sept. 26, succeeding Mitchell. J. R. LaNasa, 
nanager, Lafayette, La., resigned on account 
of il health and his place was filled by Henry 
i. Julian, promoted from deputy manager of 
the Pontchartrain, La., district. 

Two promotions and one transfer were made 
‘2 the Empire State territory. Charles F. W. 
Trabant, deputy manager, Staten Island, N. Y., 
was promoted to be manager at Rome, N. Y., 
ct. 17, to succeed Thomas Condon, who re- 
siened, and Robert C. Davidson, deputy man- 
ager at Buffalo, N. Y., was promoted.to be 
manager of Cohoes, N. Y., Sept. 26, to succeed 
Miller, Edgewater 


George A, transferred to 





Thairsday 






Park, Cleveland, Ohio, Sept 26, to succeed J. H. 
Klocker, resigned. 

In the New England territory R. O. Dun- 
kum, manager at Hartford, Conn., resigned on 
account of ill health and was succeeded Oct. 17 
by Thomas H. Magner, formerly home office 
supervisor of that territory. 

In Indiana, E. E. Gowing, manager of the 
‘Marion district, resigned and was succeeded 
by Edgar J. Ellsworth, formerly deputy man- 
ager of the Marion, Elwood, Ind., district, 
Oct. 24. 

The relative standing of leading districts in 
the country at large, including the Pacific Coast, 
in average paid-up for ordinary business, per 
month, per man, for the year to and including 
the week of October 17, gives,the following 
ten in first place: Oak Park, IIl., Gabriel Dun- 
kleman, manager: Westport, Mo., L. L. Adams, 
manager; Dearborn, Ill., Adolph Bame, man- 
ager; Murray Hill, N. Y., D. G C. Sinelaiwe 
Englewood, Ill., W. F. Monahan, 
manager; Wilkes Barre, Pa., W. O. Wash- 
burn, manager: North Shore, Ill., F. T. Platka, 
manager; Quebec; Canada, Mederic Monast, 
monager; Cortland, N. Y., I. N. Hughes, man- 


manager ; 


ager. 

The ten leading agents and agents unattached 
in ordinary placed business for the year to and 
including the week of October 17 were: Leon 
Knaster, agent unattached, Union Hill, N. J.; 


\. J. DuBuc, agent unattached, Woonsocket, 
R. I.: Isadore Spector, agent, New Haven, 


Conn.; James Caruso, agent, Groveland, III.; 
Bernard Guetle, agent unattached, Cincinnati, 
Ohio. 











out Illinois. 


Our System: 
All ages taken from date of birth. 


Benefits: 


residents of Chicago and surrounding towns. 


Premiums: 


Contracts g ] 
contract an ex-Asst. Supt. of another company 
weeks of this year. 

Supt. from the time he starts. 


ance companies in the U. S. for some years. 
months. 


Increase in Assets.............. 


and work for “he Globe. Apply, 


431 S. Dearborn St., 





industrial insurance of good record in Chicago, Chicago Heights, 
Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 


Ti Globe wants Reliable Life agents with experience in ordinary and 


The population of Chicago and surrounding towns and cities is 3,000,000, 
within the ‘‘forty mile limit’? reached by and through suburban transpor- 
tation, practically all one city, gives unequaled facilities to transact business, 
particularly in ‘‘Paying Claims on Sight’’ in the industrial branch. 


Can handle men who can write ordinary business. 


All policies pay for death and total anc permanent disability beneat 
8,000 death, total and permanent disability and other cash benefits paid or 


Can be paid weekly, monthly, quarterly, half yearly and yearly. 
““Claims Paid on Sight.” 


iven with or without lapses being charged. 2 
earned $4,000 the first 30 


Under the Globe system an experienced representative can become a 


Progress of the Globe is five times greater than, the average of life insure 
This year for the first six 


Increase in Premium Income...20 Per Cent 
30 Per Cent 


If you are a progressive industrial life insurance man come to Chicago 


Globe Mutual Life Ins. Co. 


Chicago, IIl. 


T. F. Barry, Sec. and Gen’l Mgr 





SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds, 


GARY NATIONAL ASSOCIATES COMPANY 
Gary Theatre Building, 


Write for Particulars. 


Gary, Indiana. 
Wilbur Wynant, President. 











Under the latter 


rr GRAND RAPIDS LABEL CO. 
PMICH.® - 


FOR FOLDER 
OWING ELABORATE DISPLAY 


ne on te 





























THE EUREKA LIFE INSURANEE COMPANY 
of 


BALTIMORE, MARYLAND 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
H. LEISHEAR, Jr.» Sec’y & Treas. 


Incorporated 1882 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEMART, Medical Director 



































November 10, 1921 


THE SPECTATOR 


Fire Insurance 








NEW ROOT OPINION 


Now Concurs With David Rumsey on 
Exchange Pledges 


COPY SENT TO SAMUEL UNTER- 
MYER 


Finds Illegal Application of Agreement 
Under Provision Number 5 


Elihu Root in a second opinion on the status 
of the Insurance Exchange pledges last week 
considerably modified his first position and con- 
curs in the views of David Rumsey that under 
certain conditions the position of the Exchange 
might be held to be described as a boycott. Mr. 
Root’s second opinion was sent by the fire in- 
surance companies’ committee handling New 
York Fire Insurance Exchange problems to 
Samuel Untermyer, counsel for the Lockwood 


committee. Mr. Root’s revised opinion follows : 


“On the 16th of June last you wrote me as chair- 
man of a special committee of the New York Fire 
Insurance Exchange saying: 

‘“*This committee desires and will very much appre- 
ciate your opinion as to the validity of the agreement 
of the New York Fire Insurance Exchange and the 
broker’s pledge, copies of which are enclosed.’ 

“You enclosed at the same time a copy of an 
opinion by Joseph S. Auerbach on the same question. 
On the 8th of July 1 wrote you stating that I had 
reached the conclusion that the agreement and Broker’s 
Pledge referred to were valid, and giving my reasons 
for agreeing with Mr. Auerbach in that respect. 
You have now asked me, as stated in your letter of 
July 22: 

‘To give additional consideration to the subject 
to the validity of the exchange practices in reference 
to Broker’s Pledge, extending your consideration ef 
the subject to the question of the validity of the 
practice of the exchange in enforcing the agreement 
represented by Broker’s Pledge No. 2’ and you have 
sent me a copy of an opinion by David Rumsey dated 
July 138, 1921, to the effect that the way in which 
Broker’s Pledge No. 2 is enforced is illegal. 

“Upon the question to which my opinion of July 8 
referred; that is to say, the validity of the agreement 
of the New York Fire Insurance Exchange and the 
3roker’s Pledge, I see no occasion to change or modify 
my conclusions. A different question is now presented. 
It is whether, in the enforcement of these valid 
agreements by rule or regulation or other form of 
agreement between the members of the exchange, a 
course is taken toward the agents of the persons 
seeking insurance, called brokers, which is for any 
reason illegal. It has frequently happened that under 
perfectly valid agreements methods of enforcement 
were adopted which were themselves illegal. Is that 
so in this case? 

“The particular practice upon which this question 
of an illegal application of the agreement arises is 
under the provision numbered 5: ‘That this agree- 
ment may be terminated and the certificate above 
referred to canceled at any time by either party upon 
ten days’ notice to the other of such intention.’ It 
is apparent that this reserved right to terminate the 
contract may be exercised by either party upon per- 
fectly lawful and unobjectionable grounds. I think 
it must at the same time be said that the parties have 
no right to exercise the resrve power to cancel in 
such a way and upon such grounds as to make this 
exercise a violation either of the expressed terms of 
or of the general rule of law 
against boycotts. For the purpose of considering 
whether these objections are in fact applicable let 
me restate the pledges contained in the agreement. 
They are as follows: 

““Broker’s Pledge, Class I—In consideration of the 
commissions or brokerages at the current rate that 
may be fixed and established for the time being by, 
and to be paid by members of, the New York Fire 
Insurance Exchange I hereby promise and agree that 


the insurance law 


I will not directly or indirectly pay to or divide 
with any person not holding a broker’s certificate from 
the exchange any commission or brokerage, nor will 
I receive from any company or agent, directly or in- 
directly, any remuneration for business placed with 
them in excess of that permitted by the rules of the 
exchange. 

“ ‘Broker’s Pledge, 
the payment to be made to me of an additional 5 


Class II—In consideration of 
per cent to the commissions or brokerages as pro- 
vided for in Broker’s Pledge, Class I, signed by me, 
I hereby promise and agree, in addition to said 
pledge, that in placing insurance I will give the pref- 
erence to the members of the New York Fire Insur- 
ance Exchange, and that I will not place any risk 
with those not members unless I cannot secure suf- 
ficient insurance on such risks from members of the 
exchange, in which case I agree to file with the sec- 
retary of the exchange within one week of so placing 
a list of such outside company or companies in which 
same has been placed, with the name of the assured, 
location of risk and the amount of insurance given 
them.’ 

“IT gather from Mr. Rumsey’s opinion that under 
the existing practice if the broker has signed both of 
these pledges and is found to have violated Pledge 
No. 2 the whole agreement is terminated and _ his 


certificate is canceled by the exchange, which there- 


after refuses to do business with him. I think this 
practice is open to one and probably both of the 
objections stated. 

“An essential feature of the agreement 
the exchange and the brokers is the separation of the 
two pledges, making the doing of business with the 
broker to depend solely upon the signature to Pledge 
Class I, while the only thing dependent upon Pledge 
Class II is the payment of an additional 5 per cent 


between 


commission. 
"Tf these two pledges had been merged in one, so 
that a broker’s right to do business depended upon 
the preference secured to members of the exchange 
by Pledge No. 2, I think the agreement as a whole 
would have been in violation of the 
Section 141 of the insurance law, as follows: 
“‘Nor shall any such rating organization 


provision of 


7 * 


or any two or more persons, associations or corpora- 


tions authorized to transact business of insurance 
within this State acting in agreement, refuse to do 
business with or to pay commissions to any person 
who may be licensed or authorized as an insurance 
broker pursuant to the provisions of this chapter be- 
cause such broker will not agree to secure insurance 
only at the rates of premiums fixed by such rating 
organization or the parties to such an agreement.’ 

“T think that any practice which by rule, regulation 
practically merges in operation 


or tacit agreement 


Has it ever occurred 


to you that, as agents, 


you have as strong an 


ally in such a thorough 


going agency company 
as the Fireman’s Fund 


as you could have in 


any one of your own 


number? 
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Authorized Capital, $1,000,000.00 


Now Organizing 


Detroit Fidelity & Surety Company 


934-5-6 BOOK BUILDING N 
Detroit, Michigan + 


NOW ORGANIZING 
OFFICERS 


Hon. A. F. Bunting....... 
eT NS. First Vice-President 
Second Vice-President 


Louis W. Schimmel 
Hon. John Q. Ross 


C0 Oe wee we 6a ee 


DIRECTORS AND INCORPORATORS 


Hon. A. F. Bunting, Detroit, Mich. Attorney & Counsellor 
at Law, Active Business Official of Michigan Bonding & 
Surety Co. 

Hon. Walter J. Hayes, Detroit, Mich. President, American 
State Bank of Detroit. 

Seward L. Merriam, Detroit, Mich. Attorney & Counsellor 
at Law, General Counsel, Pere Marquette Railroad. 

John A. Russell, Detroit, Mich. President, Manufacturers’ 
Publishing Co., Michigan Manufacturers’ Financial Record, 
Director, American Public Utilities Company, Realty Mort- 
gage Corporation. 

E. E. Englehart, Detroit, Mich. President, Englehart Audit 
Co., Secretary, Detroit Connecting R. R. Co., Ex-Chief 
Examiner, Department of Insurance, State of Michigan. 

Paul H. King, Detroit, Mich. Referee in Bankruptcy, Director 
Commonwealth-Federal Savings Bank of Detroit. 


Salesmen Address WALTER W. TAIT, Organization Director | 


Contributed Surplus, $1,000,000.00 s 


President 
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E. E. Englehart 
eR ee « Treasurer 


Hon. Walter J. Hayes 


Louis W. Schimmel, Detroit, Mich. Vice-President, American 
State Bank of Detroit, Retired Manufacturer. 

Hon. John Q. Ross, Muskegon, Mich. President Union Na- 
tional Bank, President West Michigan Steel Co., Vice-Presi- 
dent Home Finance Corporation, Secretary-Treasurer The 
Linderman Co. 

Hal. H. Smith, Detroit, Mich. General Counsel Michigan 
Manufacturers Association, Michigan Bankers’ Associa- 
tion, Michigan Mutual Liability Co. 

Hon. A. E. Wood, Detroit, Mich. President The A. E. Wood 
Co., President Central Finance Corporation, State Senator. 

Hon. Burt D. Cady, Port Huron, Mich. Chairman State Cen- 
tral Committee, Director Port Huron Co-operative Shoe Co., 
Ex-Postmaster, Ex-State Senator. 

William C. Cook, Detroit, Mich. President, Detroit Paper 
Stock Company. 























SOUND, SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
FIRE _ 
INSURANCE Co. 


MANCHESTER,NH. 





January 1,192! 
CASH CAPITAL $ 1.750,000.00 
ASSETS $ 10,277,226.70 
LIABILITIES.Except Capital $ 5,903,643.86 
NET SURPLUS $ 2,623,582.84 
SURPLUS TO POLICY HOLDERS $ 4,373.582.84 
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1921 EDITION 
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FIRE INSURANCE in the UNITED STATES 


Containing a Vast Fund of Information in 
Condensed Form for the 
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Shows Net Premiums Received, Net Losses Incurred and 
Net Risks Written and Renewed, with Loss Ratio. 


FOR EACH COMPANY IN EACH STATE, IN 1920, the 
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Discounts for quantity orders 
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these two pledges and makes compliance with Pledge 
No. 2 a condition of doing business under Pledge No. 
1 is open to the same objection as violating the 
statute. I think that if a broker violates Pledge 
No. 2 you are entitled to stop paying him the 5 per 
cent stipulated for under that pledge, but you are not 
entitled to refuse to do further business with him 
on the basis of commissions at the current rate speci- 
fied in Pledge No. 1. You are bound to treat him 
just as if he were a broker who had signed Pledge 
No. 1 and received what you call a second class 
certificate, but had not signed Pledge No, 2 entitling 
him to 5 per cent additional commission. To do 
otherwise is to make the privilege of doing business 
dependent not upon the stipulation of Pledge No. 1 
but upon the preferential provision of Pledge No. 2, 
which is what the statute plainly intended to prevent, 
and it is also a concerted refusal to do business with 
the particular broker on the same basis of the second 
class certificate which is offered to brokers generally 
for the reason that the particular broker does not in 








— Cc. BARDWELL, President 
E. SC LTZ, Vice-President 
AM: SCHROEDER, Vice-President 
F. E. NORWINE, Treasurer 
GEO. M. SEITZ, Asst. ag Sg 
CHAS. W. DAVIS, Asst. Gen. Mgr. 
ag DECK, Asst. Treasurer 
. TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 


Statement June 30, 1921 


ASSETS 

ee Loans. $64,000.00 
Bonds. : ee 681,621.91 
Stocks. 59,595.00 
Cash. Sroasesrer 13,944.40 
Agents Balances......... 168,024.49 
Interest Accrued. 18,342.11 

Market Value Bonds over 

Book Value (Insurance 

Commissioner’s Valua- 
COG ierciere crerisioteis meio ets 11,779.60 
$1,017,307.51 

LIABILITIES 
Unearned Prem. Reserve... $424,038.82 
Reserve for Taxes, etc.... 2,279.17 
Unadjusted Losses....... 103,628.86 
Accounts Payable........ 57,646.71 


Capital Stock. $200,000.00 
_ Net Surplus.. 229,713.59 
Surplus to Policyholders... 429,713.95 


$1,017,307.51 
Results Since cemnened 2 1921 


Increase in Assets. 0,914.56 
Increase in Reserve. Bites ons 94,963.25 
Decrease in Surplus...... 15,071.02 











fact give to the members of the exchange a preference, 
which is not exacted from brokers generally, since 
they are all at liberty to do insurance business upon 
signing only Pledge No. 1. This refusal certainly 
does come perilously near what is described as a boy- 
cott. 

“The fact that both Pledges No. 1 and No. 2 are 
included in the same written instrument is of no con- 
sequence; they are in their nature separate and dis- 
tinct contracts, and you are not entitled to deprive 
a man of his privileges under Contract No. 1 because 
he has not kept his agreement under Contract No. 2. 
It is true that as a general rule there is no legal 
obligation resting upon anyone to do business with 
anyone else or to make contracts with anyone else. 
The law has, however, undertaken to regulate the 
exercise of your right to combine in the New York 
Fire Insurance Exchange for the purpose of main- 
taining uniform rates by limiting your right to refuse 
to do business with or to pay commissions to licensed 
insurance brokers. I think that a refusal to do busi- 
ness on the basis of Pledge No. 1 with a particular 
broker because such broker has refused to sign, or 
having signed has failed to observe, the provisions of 
Pledge No. 2, exceeds the limitations under which 
you exercise the right to combine in the exchange. 

“There may be other matters to which my atten- 
tion has not been specifically called, but if there are 
I am not sufficiently informed regarding them to ex- 
press an opinion upon them.” 





FIRE NEWS BRIEFS 











The Brooklyn Brokers Association will meet 
in Schmidt’s restaurant, 180 Montague street, 
Brooklyn, at 8 o’clock this evening. 

The Hartford Fire insured the American 
Legion convention at Kansas City against finan- 
cial loss resulting from weather conditions. 

“The Quaker 13” is the title of an attractive 
advertising pamphlet prepared by the. North 
British and Mercantile Insurance Company. 

Announcement is made that the Fidelity 
Union Fire Insurance Company of Dallas, Tex., 
will withdraw from the State of Mississippi. 

None of the licensed insurance companies 
operating in Texas had any insurance on the 
$130,000 sisal fire at Galveston a few days ago. 

Thirty-seven dead and forty-nine injured by 
fire is the record of carelessness made in Octo- 
ber, according to State Fire Marshal Dykeman. 

Oakland, Cal., is planning to extend its high- 
pressure water system in an effort to secure a 
reduction in its fire insurance rates. The ex- 
pense entailed is estimated at $560,000. District 
assessments are being considered. 

A reduction of three per cent in key rate has 
been granted by the Texas Fire Insurance Com- 


mission to the towns of Lampassas, Freeport 
and Tenaha on account of the teaching of fire 
prevention in the public schools. 

Charles Harris of San Francisco, agency 
superintendent of the National-and associated 
companies in the Pacific coast territory, has 
been notified of his appointment as deputy most 
loyal gander for the western district. 

F,. White of London, manager and secretary 
of the Sun Insurance office and the Patriotic 
Assurance Company, was a guest of honor at 
a luncheon last week by United States Manager 
Preston T. Kelsey at the Downtown Associa- 
tion. 

George H. Tyson of San Francisco, general 
agent for the Great American, Phoenix of 
Hartford and associated companies, has an- 
nounced the appointment of W. H. Wright as 
special agent, with headquarters at Phoenix, 
Ariz. 





‘“‘Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 600,000 


Surplus to Policy 
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ROO kc ec cees 


1,185,341 
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F. M. MACHMER 


President. 


City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 
Organized 1870 


Cash Capital $600,000 


A. F. O’DANIEL, 


Secretary and Underwriting Manager. 
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—_ No word in any proc 9 sage pica signifi- 
cance to a real man than the word duty. 
GRAND RAPIDS> MICHIGAN Nothing appeals with such commanding force GRAND RAPIDS-> MICHIGAN 


as this inborn, inherited sense of duty. 








In all literature there is no greater illustration of the power 

that duty exerts over man than in Homer’s story of Ulysses, 

King of Ithaca. In attempting to return home after the siege 

of Troy, he is shipwrecked on a foreign shore and all his follow- 

ers perish. It proved to be the land of immortals who are 

greatly impressed with Ulysses and endeavor to persuade him 

to dwell among them. Flattered and cajoled, time passes, but 
FIRE finally Ulysses awakens to the fact that he should return to his LIABILITY 

wife, Penelope, his family, his people, his kingdom. He tells 

of his love for Penelope. ‘The Goddess argues that her love is 

as great or greater thanthat of Penelope. Therefore, he should 

MARINE stay with her. He tells of his family pride, his patriotism, his 
honor, but every argument is skillfully met by the immorials. BONDS 

Finally he asserts that it is his duty to cherish and protect his 

wife and family, to be a real king to his people, guiding them 

carefully to better their condition, to defend his kingdom against 

AUTOMOBILE all comers. ‘The immortals had no argument to offset the in- 
born, inherited sense of duty. Duty is greater than pride, AUTOMOBILE 

greater than honor, greater than patriotism, greater than love. 

It is the great commanding force that keeps mankind true to 


TORNADO its ideals. 


Insurance companies are actuated from a sense of duty to HEALTH 
perform. ‘They are a great intellectual moral force teaching 
every day practical lesssons in honesty and uprightness. Their 
HAIL guiding hands = forcefully, grad teaching the word of 
the Master. heirs is not a theoretical Sunday sermon but 
an every day sermon. Pride, honor, love, may or may not ACCIDENT 
influence them but duty does—duty to agents, to policy hold- 


F ARM ers, to stockholders, to society. 

PROPERTY Next to government itself insurance is the most stabilizing 
influence in society. It encourages and protects individual COMPENSATION 
thrift and responsibility without which this world would revert 
to chaos. 


The men guiding the destinies of Michigan’s Two Peninsulars 
believe in this inborn, inherited sense of duty and they will not 
shirk their responsibilities. 


THE TWO PENINSULARS WRITE A { ComBINED HouseroLb. PoLicy 
Peninsular Fire Insurance Company 
Peninsular Casualty Insurance Company 


Colon C. Lillie, President 
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PERSO’ ALITY—PORTRAITS 








ELBRIDGE GERRY SNOW 
By C. B. Petrie, Jr. 

If indeed there is such a phenomenon as re- 
incarnation, we are inclined to believe that 
some years ago two distinct personalities—the 
one a myth, King Midas, the other, George 
Washington, a once-splendid reality—stepped 
from out the nebulous mists of the past and 
waiting spirits to be crowded into the then 
small and wriggling body of President Elbridge 
Gerry Snow of the Home of New York. 

Each chapter in the career of this now-hailed 
“orand old man” teems with instances to sub- 
stantiate our thought, while the sum total of his 
many, many achievements bears us mute but in- 
disputable evidence. The memorable traits of 
these twain live again in President Snow. 

To be more specific: 

King Midas is commonly recalled by every- 
one because of his Bacchus-given power to turn 
to gold anything he touched. Mr. Snow like- 
wise has always had this power. But poor 
Midas suffered untold agonies until this bizarre 
ability was washed away in the waters of an ap- 
pointed river, because he had no control over 
it; even his soup and mashed potatoes turned 
to gold the minute they touched his lips. Mr. 
Snow, we reiterate, always has been possessed 
of this curious facility, without, however, the 
inconvenience of having his milk turn to molten 





gold in his mouth. 

Witness, for instance, the growth of the 
Home under his ministering hand. Virtually, 
Mr. Snow has been directing head of the com- 
pany since his appointment as first vice-presi- 
dent some thirty-one years ago; but to avoid 
any possibility of hair-splitting or quibbling, let 
us take the annual figures of the Home for 
1904, when he succeeded to the presidency, and 
compare them with those of to-day: 


1904 1921 
COA fe 5aereue wneeo sale ns om $ 3,600,000 $12,000,000 
NORAN AGROESS 5.3 ci c.x. 6st since aie, 18,040,794 71,681,517 
Surplus as regards policy- 
WGIGOEE: ~ <sascas scarce cee doreis 9,574,751 29,684,639 
Premium income .........- 8,076,120 40,000,090 


There now! Is there any denying that the 
man does not possess, if not occult, at least a 
power phenomenal? Think of it! The capital 
of the company has been increased to 400 per 
cent, total assets virtually to 400 per cent, sur- 
plus as regards policyholders to over 300 per 
cent, and premium income to practically 500 per 
cent! And, in addition, stockholders of the 
Home, during Mr. Snow's administration, have 
acquired ownership of the Franklin Fire, with 
assets of over $5,000,000, and the City of New 
York Insurance Company, with assets of more 
than $2,500,c00. Nowhere in the history of all 
‘nstirancedom is such another record to be found. 
There is no parallel. 

So much for the Midas in the man. 

Now for his second personality, so to speak: 


First and foremost, George Washington is 
and always will be enshrined in the memory of 
mankind as “the father of our country.” Presi- 





dent Snow to-day is the popularly acclaimed 
Dean of American Fire Insurancedom. And a 
close scrutiny of both men and their records 
will reveal the fact that the same basic charac- 
teristics dominated in each and were instru- 
mental in carrying them to their respective 
heights. Honesty and industry, foresight, 
courage and an unusual amount of personal 
magnetism, which, in their maturity, made them 
natural leaders of men, were innate qualities of 
each; and, as Washington in his day found an 
outlet for his marvelous fund of energy and 
occasion for the full exercise of his capabilities 
in shaping the destiny of a new-born nation, so 
President Snow, in his turn, found his field in 
the development of fire underwriting generally 
and the Home of New York specifically. In 
fact, the history of fire underwriting, more 
particularly the Home, is the history of Mr. 
Snow, so inextricably interwoven are they, for 
when as a young aspirant he came from his 
home town in Connecticut to the great metrop- 
olis of New York “to fortune,” as 
Alger would say, the insurance business in 
America virtually was cutting its first teeth 


seek his 


only. 
3ut if our narrative 
strictly biographical turn, let us begin at the 


now is to assume a 
beginning : 

“Blood will tell” is a bromide so oft repeated 
that we tremble to use it, but its truth seems so 
applicable in this instance that none other will 
do. As far as progenital background is con- 
cerned, Mr. Snow is with’ the best. 
Stephen Hopkins, one of his great-great-we- 
know -not- how - many - times - great - grandfather 
was among the first of the Puritan crew of the 
to set foot on Plymouth Rock, 


blessed 


“Mayflower” 
while his other many-times-great-grandfather 
arrived several years later aboard the good ship 
“Ann.” It was from these courageous spirits, 
no doubt (if there is no truth in the reincarna- 
tion theory), that President Snow inherited the 
qualities that have made him the leader and the 
man beloved of the entire insurance fraternity 
to-day. And that same dauntless temper that 
brought his forebears to America and greater 
freedom several centuries ago apparently was 
awakened in Mr. Snow when, at the age of 
twenty-one, not content with living further un- 
der the restrictions of his limited territory, 
he sought a letter of introduction from the local 
agency of John W. Smith at Waterbury, in 
which he was employed, to President Martin 
of the Home of New York city—then and now 
the land of unlimited possibilities. It often has 
been said that a man “gets good” in his own 
home town and then comes to New York to 
find out whether or not he really is—and that 
exactly is what Mr. Snow did. His diversified 
schooling—first at the maternal and paternal 
knee, where he learned the rigid principles of 
right and wrong which have always governed 
his life, next at the graded schools of Water- 
bury, later at Fort Edwards Institute, New 
York, still later a student of law in a Water- 
bury office, and finally a clerkship under Mr. 
Smith, where he rapidly absorbed all the de- 
tails of local agency work—combined to fit him 
admirably for the undertaking of the future 
which stretched before and beckoned to him. 


29 


Once arrived in New York, however, the 
spectacle of so many thousands of people 
swarming hurry-scurry through the streets daz- 
zled young Snow for an instant, and almost he 
wished himself back in the quaintly quiet town- 
ship of Waterbury; but, with a severe bite at 
his trembling lower lip, he threw his shoulders 
back and boldly entered the Home’s home office, 
then located at 135 Broadway. 

No doubt President Snow often smiles to-day 
when a reminiscent picture of that backward 
and throbbing-hearted boy flashes across the 
screen of his mind. The entire home office 
force, which at that time seemed so formidable 
to him, consisted of some thirty-odd officials 
and employees, housed on the first floor of 1 
four-story building. There was a supply room 
in the basement. If Mr. Snow was abashed 
and awed by this display, think of the breath- 
taking impression the company of to-day would 
make on some future president sallying in from 
Four Corners—an imposing office personnel, 
765 strong, thronging through—well, to house 
the various departments of the company now 
requires, in addition to the five-story build- 
ing at 56 Cedar street, the majority of the 
Home's fourteen-story edifice at 95 William 
street! And as for company officials—where 
there were a mere handful in those days there 
now are eighteen. So great has the “Service, 
Strength and Reputation” Home become. 

The youth who was destined to develop and 
rule over all this splendor was bluntly received 
by President Martin and set at the inelegant 
task of “guarding the company vault” from a 
lofty stool near the door of the safe. There- 
after, in natural and unhurried succession, fol- 
lowed a string of events in the fabric of his 
development which led, in 1885, to his first big 
executive job—secretaryship of the company. 
events, in their order, 
were: (1) nine years of studious concentra- 
tion on home office work; (2) two years in a 
local agency venture; (3) return to the Home 
and appointment as Massachusetts general 
agent, with headquarters at Boston, where he 
organized the highly successful agency firm of 
Hollis & Snow. Once given a chance in the 
executive ranks of the company, his advance- 
ment up the official ladder was only a matter 
of time. He was promoted to a second vice- 
presidency in 1888, first vice-presidency in 1890, 
and the presidency, finally, in 1904. 

An examination of this record readily shows 
that Mr. Snow’s accession to power and the 
laurels of the renown was no sensational sky- 
rocketing—rather was it slow but steady ad- 
vancement—and, if he were disposed to offer 
a so-called recipe for success, perspiration, pa- 
tience and persistency no doubt would be among 
the chief ingredients mentioned. 

All of which, by a hop, skip and jump method 
that touches merely the salient features of his 
long and useful career, brings us up to the 
present time. 

Mr. Snow to-day, though a little past the 
3iblically allotted period of “three score years 
and ten,” is remarkably well preserved—spright- 
liness of step, brightness of eye and surety of 
judgment still are his to a degree unusual—and 
his many friends, legion they are throughout 
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Life Insurance Law Chart 


NOW READY—EDITION OF 1921-1922 


The Life Insurance Law Chart shows in complete and comprehensive form the 
requirements as to taxation, agents, policy forms, examinations, valuations and 
publications in each State and Territory, and in Canada, under the following column 
headings: 


CONTENTS 
Company License Surplus Distribution Periods 
Annual Fees Tenet other fees Anti-Discrimination 
Expiration Company License Statements, Final Date for Filing 


Fees for Agents’ License and Date of Ex- —“- 


Local, General Tax 
piration{ “s s 

pecial { No. of Papers 
Resident Agents’ Law Legal Publications No. of Times 
Reciprocal Law State Tax and Final Date for Pay 
Attorney for Service 7 — feces 

en ny Other 

Company Examinations ce Leos Vanniten 

‘ Basis Regulations Governing Advertisements 
Valuation of Pol cies{ Pee Bond to State, Agent or Company 
Non forfeiture Warranty Defined 
Poticy Form or Provisions Miscellaneous Provisions 


The Life Insurance Law Chart is compiled for THe SpEcTatorR ComMPANy by Mr: 
A. R. Fullerton, an expert insurance man, whose duties for many years have been to 
keep the large life insurance company with which he is connected informed upon 
every phase of the legal requirements throughout the country, in which capacity he 
has become an expert, and consequently this publication is absolutely authentic. It 
is valuable as a checking list, in order to avoid penalties for non-compliance with law. 

It is printed on excellent ledger paper, is twenty-one inches wide, with a propor- 
tionate depth or length, and is brass tipped at top and bottom, so that it may be hung 
in a convenient and conspicuous place for ready reference. 

Inasmuch as many of the requirements are common to LiFE, CASUALTY, AND 
SuRETy ComPANIES, the latter class will also be able to make use of it. 


PRICE $4.00 


Liberal discounts in quantities. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WituiamM STREET 
(INSURANCE EXCHANGE NEW YORK 


1921 POCKET STATISTICS 
Relating to the Insurance Business 


Useful to Insurer and Insured 


THE SPECTATOR COMPANY 


Has issued its standard annual statistical publications as follows: 


THE FIRE INSURANCE POCKET INDEX, showing the condition of 
the principal stock fire insurance companies in comparative form 
for ten years. 

THE LIFE INSURANCE POLICYHOLDERS’ POCKET INDEX, 
showing the financial condition and business transactions of Ameri- 
can and Canadian life insurance companies in comparative form 
for five years. 

POCKET REGISTER OF LIFE ASSOCIATIONS, showing the condi- 
tion and business stipulated premium, assessment and fraternal 
associations; comparative tables for five years. 

THE POCKET REGISTER OF ACCIDENT INSURANCE, showing 
the condition and business of stock and assessment accident in- 
surance companies and associations transacting personal accident 
insurance; comparative tables for five years. 

THE HANDY CHART OF CASUALTY, SURETY AND MISCELLA- 
NEOUS INSURANCE COMPANIES IN AMERICA, showing 
detail condition and business of about 100 companies transacting 
various classes of business in comparative form for ten years; 
also additional table listing 170 companies not writing multiple 
casualty lines, or whose operations are more limited, showing 
one year’s figures only. 


The above publications contain the statistics of the companies, compiled from 
official reports, and include the transactions of 1920. The tables are made up in con- 
venient pocket form, having serviceable manila covers, and are invaluable to insurance 
men of all classes for ready reference. These publications are frequently spoken of as 
“Spectator Charts,” and have become standard authority because of their trust- 
worthiness and the convenient manner in which they are made up. 


PRICES 
In Manila Cover 75 cents 
In Flexible Pocketbook $1.25 


THE SPECTATOR COMPANY 


GHICAGO OFFICE: 135 WiLtiAmM STREET. 
INSURANCE EXCHANGE - NEW YORK 
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WE WANT AGENTS 


to push our five=pointeninc policies. 
Excellent Iowa territory and.liberal 
contracts for men of good reputation. 


5.9 “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bldg.—De Moines, Iowa 

















Men capable of closing business and training 
new agents or devoting entire time to writing 
new business can secure positions with ‘the 
undersigned company on salary, expense and: 
commission. In writing give full details, past 
history and reference. Address, . 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 











eneral Accident 


FIRE AND LIFE 


wm 
i ASSURANCE CORPORATION, Lid. 
FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING - 41 & WALNUT STS 
PHILADELPHIA 



















The Republic 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 

















HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in local mutual! building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tionsfrequently asked about such organizations, and their answers. 

This book is substantially bound in cloth, with gold title. 

PRICE $2.00 PER COPY 


Orders and remittances should be sent to 
THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New Yor 
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Auto and Marine Insurance 

















“All kinds of Insurance 
on Automobiles” 


FIRE THEFT 
COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Pierce Building, ST. LOUIS, MO. 


CHAS, W. DISBROW. President 








sue e ay) 


68th ANNUAL STATEMENT 
JAN. Ist, 1921 


Capital........ $1,000,000.00 
Assets......... 7¢,482,209.76 
Liabilities...... 4,868,117.15 


Net Surplus to 
Policyholders. 2,614,092.61 





Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





New York State 
F. F. Buell, S. A., Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, Watertown, N. Y. 


New England 
Geo. Shaw, S. A.,116 Milk St., Boston 
H. H. Landon, 116 Milk St., Boston, Mass. 


Middle Dept. 
E. A. Morrell, S. A.,205 Walnut Place, Phila. 


N. Y. Sub’n and Northern N. J. 
Jas. J. Garland, 514 Eighth Avenue, Brooklyn 

















MARINE EDUCATIONAL CAMPAIGN 


Banks to Be Urged to Assist in Move- 
ment 

It is generally conceded that marine insurance 
is the most complicated of all kinds of insur- 
ance, and that not only is it difficult for the 
public to understand, but there are many whose 
affairs bring them into close touch with it who 
are unfamiliar with even the rudiments of un- 
derwriting. For this reason an attempt will 
again be made during the coming winter to 
conduct an educationa! campaign such as was 
carried out last winter by the New York Uni- 
versity. An effort will also be made to enlist 
the banks in the movement. Many of the 
prominent metropolitan banking institutions now 
maintain a marine insurance department, having 
found it necessary in this advanced age of ship- 
ping, banking and insurance, a trinity without 
which international commerce would be a 
hazardous undertaking as well as slow and in- 
convenient. The complicated form upon which 
policies are founded is said to be responsible 
for the lack of intelligent understanding of ma- 
rine insurance coverage on the part of so many 
engaged indirectly in the business. 

Parking Concerns Liable for Stolen Cars 

The Ohio Supreme Court has ruled that 
automobile parking concerns are responsible for 
automobiles stored on their premises, even 
though tags issued to auto owners disavow re- 
sponsibility under certain conditions. The case 
was the Automobile Insurance Company against 
the Lubric Oil Co., Cleveland. 

The insurance company sued the oil company 
to recover $1000 for the theft of an automobile 
which had been parked with the oil company. 
The insurance company alleged that renting of 
the space made the lessor bailee of the property. 

Tags issued to parkers by the oil company 
disavowed responsibility in case of theft or fire. 

The lower courts held for the insurance com- 
pany and the Supreme Court sustained them. 
Western Automobile Conference Appoint- 

ments 

R. B. Ives, president of the Western Automo- 
bile Underwriters Conference, announces the 
appointment of the following committees: 
Rate committee—J. D. Vail, Ralph Rawlings, 
R. A. Buckman, L. B. Grossmith, J. A. Gal- 
lagher, H. A. Miller, H. B. Elmers and E. 
Whitaker. Theft committee—F. J. Sauter, EI- 
win W. Law, Walter E. Miller, John M. 
Thomas and Herbert A. Clark. 





Chubb and Son of Trenton Dissolved 

The Chubb and Son Underwriting Agency, 
Inc., which operated from 1 Montgomery street, 
Jersey City, yesterday filed a certificate of dis- 
solution in the office of the Secretary of State 
by which it discontinued operating in New Jer- 
sey. Hendon Chubb of West Orange was the 
agent and president of the concern. 


Fidelity Mutual Life Appointments 
The following appointments by the Fidelity 
Mutual Life of Philadelphia, Pa. are an- 
nounced : 
Clyde G. Rogers, manager, Sioux City, Iowa; 
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MARINE BOOKS SLOW 


Few “Placers” to Be Found in Line 
These Days 


LOSS DEPARTMENT ONLY BUSY 


Claims Paid Likely to Exceed Premiums 
by End of Year 

All signs indicate that the books of marine 
underwriters will show a smaller volume of busi- 
ness in 1921 than was recorded in 1920, which 
was set down as one of the poorest years in 
the history of marine insurance. Starting out 
with the belief that the middle of the year 
would see a partial return of the activities of 
1919, there has been nothing but disappointment 
with each succeeding month in all financial cir- 
cles, and this general financial depression has 
been reflected in the marine insurance business 
as much as in any other market. A recent visit 
among the various underwriting concerns 
showed that many of the office forces had not 
yet returned from their annual vacations. In- 
stead of tiers of young “placers” waiting their 
turns, the aisles were empty, and but few desks 
showed signs of occupancy. One department, 
however, did show activity, and that was the 
loss department. At one office it was said that 
unless a great change takes place soon, the 
losses for the ensuing year will exceed the 
premiums; and from what one hears, more than 
one underwriting concern will end the year 
without a show of profit. 

Of course this condition runs parallel with 
the shipping market. Shipping values have de- 
clined, exports and imports are at a low ebb, 
both in bulk and value, while premiums are 
falling and losses come with alarming fre- 
quency. It was in the early part of 1920 that 
the shortage of premiums began to appear, and 
the weaker concerns which had thrived on war 
risks began to see the handwriting on the wall. 
Some adopted the counsel of despair, and re- 
sorted to writing any and all risks that were 
offered them, irrespective of hazard or rate. 
In other words they were “writing for pre- 
miums,” a slow, suicidal process. The money 
represented by current risks is wanted to pay 
claims on previous business, but if current busi- 
ness is unprofitable the claims resulting from 
it will have to be met out of future business, 
and soon the inevitable happens. Claims can- 
not be met out of insurance funds, the capital 
is encroached upon, and eventually liquidation, 
voluntary or enforced, is the result. 








Habenicht and Trost, managers, Fort Dodge, 
Iowa; Giles G. Frye, district manager, Mason 
City, Iowa; V. J. Percy, manager, Rock Island, 
Ill.; John F. Block, manager, Davenport, Iowa; 
Harry A. Gabbert, agent, New London, Iowa. 


(Concluded from previous page) 
the country, are finding a real occasion this 
year to flood him with congratulations, for 
Mr. Snow shortly is to be married to Mrs. F. J. 
Marsh, a widow of St. Augustine, Fla., where 
Mr. Snow has wintered for several seasons past. 
An excellent portrait of Mr. Snow is included 
as a supplement in this issue of THE SPECTATOR. 
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CASUALTY REINSURANCE 











Contracts that are clear in construction and fair 
in terms. 





Rates that are equitable—a proper division of 
the premium, in relation to the load shared. 








Service that is prompt and comprehensive. 





All backed by financial strength to meet prompt- 
ly all obligations. 














These constitute the outstanding features of . hae 


our Reinsurance service, ‘“Made in U.S. A.” : - — 
: 

& 

q 

a 

Ek 


Employers Indemnity 
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Insurance Building 
CHICAGO NEW YORK 
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COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 

















SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1920 


(Condensed from Statement to U.S. Treas. Dept-) 


Admitted Assets.. $4,667,299.35 
a eer .. 1,000,000. 00 
577,560. 26 
Eleven Years of Steady Growth 


Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 
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CASUALTY COURSE READY 


Committee Has Prepared Full Winter 
Program On Short Notice 


The Insurance Society of New York recently 
decided to give a course in casualty insurance 
this winter and appointed a committee consisting 
of W. G. 
Union Indemnity Company, 
Jewett, first vice-president of the Royal Indem- 


Falconer, president of the Norwich 


chairman; M. FE. 


nity Company; Leon S. Senior, manager of the 


Compensation Inspection and Rating Board, 
and Wilfred C. Potter, secretary of the Pre- 
ferred Accident Insurance Company. The in- 
structors include, besides members of the com- 
mittee, A. Rvder, National Bureau of Casualty 
and Surety Underwriters; Charles Bellinger of 
W. L. Perrin & Son; W. P: 
president of the I idelity and Casualty Com 
DB. Mann of the Ocean Accident and 


Learned, vice- 
pany, W. 
Guarantee Company, and H. E. Ryan, manager 
of the National Council on Workmen's Compen- 


sation Insurance. 
The committee got busy right away and 
have arranged for a_ series, of lectures, as 


follows: 
PUBLIC LIABILITY INSURANCE—FIRST 
PRINCIPLES 


(a) “Law of 


December 2? Negligence,” Mr. 


Falconer. 
Master for 


December 9.—(b) “Responsibility of 


Acts of Servants,” Mr. Faiconer. 
December 16.—(c) “Defense of Contributory Neg- 
ligence,”” Mr. Falconer. 
January 6.—(d) “Law Concerning Trespassers,’”’ Mr. 
Falconer. 
\UTOMOBILE 
Injury; General Con- 


January 3.—(a) “Personal 


sideration Arising Out of the Study of Liability Insur 


ance,” Mr. Jewett. 
January 20.—(b) “Property Damage,’ Mr. Ryder. 
January 27.—(c) “Collision,” Mr. Ryder 
February 3.—(d) “Forms of Coverage and Rating 


Principles,’ Mr. Ryder. 
WORKMEN'S COMPENSATION 

February 10.—(a) “Introduction to Law of Master 
and Servant,’ Mr. Senior. 

February 17.—(b) “Common Law,” Mr. Senior. 

February 24.—(c) “Employers Liability Acts,” Mr. 
Ryan. 

March 3.—(d) 


men’s Compensation .\cts 


W ork- 


and the Reasons Underlying 


“Tistorical Development o 


Their Adoption,” Mr. Ryan. 

ACCIDENT AND HEALTH INSURANCE 
March 10.—(a) “History of Its Development,” Mr. 
Bellinger. 

Marci 17.—(b) “Classification of Risks,” Mr. Bel 
linger. 

March 24.—(c) 

BURGLARY AND THEFY 


(a) “Legal Definitions of the Terms Burg- 


“Benefits.” Mr. Bellinger 


\pril 7. 
lary, Larceny and Theft,’ Mr. Learned. 

\pril 14—(b) “Forms o 
dence, Merchants. Open Stock,’ Mr. Learned. 

April 21.—(c) “Forms of Coverage Such as Bank 


Hold Up, Ete.,” Mr. Learned. 


f Coverings Such as Resi 


Messengers, 
CORRESPONDENCE 
May 5.—Mr. Mann. 
W. Faraday Leaves Chicago 
Walter Faraday has been appointed manager 
of the surety department of Fitzhugh & Robert 
\. Burns at St. Paul, Minn. He has already 


assumed his new duties. Mr. Faraday has been 


with several surety companies in Chicago. He 
has also had considerable experience in news- 


paper work for the last two years, representing 
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LION BONDING CASE SIZZLING 


Royall R. Watkins Named Texas Receiver 
—Higher Bond Sought 

\n answer or intervention has been filed by 
Ik. I. Smith, Assistant Attorney General of 
lexas, acting for the State Treasurer of Texas, 
G. N. Holton, in the case involving the re- 
ceivership in Texas of the Lion Bonding and 
Surety Company, wherein he that the 
court take over the $50,000 of securities, that 
Mr. Holton be relieved of further responsibility, 
that the receiver’s bond be increased, and other 


asks 


relief. 
fourth Judicial District Court at Dallas in the 
Lion 


The document was filed in the Forty- 


case styled Ralph FE. Love, et al., vs. 
Bonding and Surety Company. 

Mr. Smith avers that the State Treasurer 
has been the custodian of the $50,000 in secu- 
rities, but that there is no way provided in law 
for him to execute the trust imposed by the 
statutes in distributing the fund. As a result, 
he asks that Holton be allowed to deliver the 
securities into the registry of the court and be 
relieved of all duties thereafter. 

Royall R. Watkins has been appointed Texas 
receiver and his bond fixed at $10,000. Mr. 
Smith pleads that this is too small and that the 
court should increase it so as to properly safe- 
guard the Texas creditors of the Lion Company. 





the New York Journal of Commerce as its 
Chicago correspondent. 

BUYS NATIONAL SECURITY 
Control of Omaha Company Passes Into 
Hands of Indemnity Co. of N. A. 

The Indemnity Insurance Company of North 
America has purchased the control of the Na- 
tional Security Fire of Omaha and will continue 
to operate it as an independent company, it was 
announced last week. The National Security 
claims to be the oldest stock insurance com- 

pany in Nebraska. 

Casualty Companies Not Involved in 

Mississippi 

Tue Specrator conducted an investigation in 
Mississippi of a rumor in New York last week 
to the effect that Stokes V. Robertson, Missis- 
sippi revenue agent, was going after the casualty 
that State. It was 
learned through reliable sources that there had 
heen no talk around the State capital in Jackson 
of Mr. Robertson's instituting suit against the 


companies operating in 


casualty companies, although, as announced in 
the last issue of Tite Spectator, there has been 
free discussion of the probability of suit against 
the life companies. 

Mr. Robertson, after checking some of the 
annual statements on file in the Insurance De- 
partment, claimed that two miscellaneous com- 
panies operating in Mississippi had not paid the 
full amount of taxes due. The companies in- 
volved paid the difference upon demand, thereby 
stopping action in the courts. 

The Concordia Fire of Milwaukee has de- 
cided to close its automobile department because 
of the unsatisfactory condition of the business. 

Talbot, Bird & Company re€ently accepted 
the resignation of R. A. Fulton. 





THE 


SPECTATOR 


Thursday 








Public Accountant 


Actuarial 


Actuarial 




















HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


506 Forsyth Bldg. ATLANTA, GA. 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 























Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

American Eagle Auto- National Union _ New Amsterdam 
mobile- ord National-Hartford _ Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- wri f America 
surance 

Fidelity-Phenix 

Insurance Underwriters 


ters 0! 
Stuyvesant Automobile Insurance 


BROKER®’ LINES SOLICITED 


MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street | CHICAGO 
Telephene Randolph 7684 


W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


256 BROADWAY NEW YORK 




















GOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents 


Box 351 


San Juan Porto Rico 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 





W. R. HALLIDAY 


CONSULTING 
ACTUARY 


INSURANCE EXCHANGE CHICAGO 

















FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume-Mansur Bldg. 
Hubbell Building 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 





























J. L. MITCHELL 

Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 


Orders. 
Temporary money advanced on strictly private 


arrangements. 
a communcations held personal and confidential. — 
Address J. L. MITCHELL, 64 Masonic Temple, Chicago, Ill. 


JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


























Actuarial 


JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 


256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 











FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 





F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuntants 
THE BOURSE PHILADELPHIA 























MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bidg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 











A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


Insurance Examiners and Adjusters 























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 








FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 








LOSSES ARE ASSETS 


When handled with pager regard for 
their business building possibilities. 
Even an aggrieved claimant may become 
a friendly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 

Adjuster for Casualty Companies 
1110 Mutual Bidg., RICHMOND, VA. 
Liability, Compensation, Accident 

and Health Claims 


TERRITORY: 
Virginia and North Caroling 
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Miscellaneous Insurance 








Actuarial 








ABB LANDIS 


Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 
WASHINGTON, D. C. NASHVILLE, TENNESSEE 




















10 Jackson Place. N. W Independent Life Building 





Insurance Revenue Bill Passed 

Providing for the repeal of the premium tax 
and placing all insurance companies other than 
mutuals under the corporation tax provisions 
of the law, the Senate, after ten weeks of hard 
work, has finally passed a revenue bill which 
now goes to conference for adjustment with 
that passed by the House on August 20. 

As adopted by the Senate, the measure is 
vastly different from that approved by the 
lower body, and it is probable that the conferees 
from the House will contest many of the 
changes that have been made. Especially in the 


i 
changes noticeable. One of the most important 
differences to be settled is that in the rate of 
tax, the House providing a corporation tax of 
121% per cent, while the Senate determined that 


isurance provisions of the bill are these 


the rate should be 15 per cent. 





William Meador Moves to California 

The National Life and Accident Insurance 
Company of: Beaumont, Tex., has entered Cali- 
fornia and has appointed William Meador, 
heretofore superintendent at the head office as 
superintendent of the Los Angles district and 
Mr. Meador has removed to the city named. 

Mr. Meador has been connected with the com- 
pany for more than twelve years, first as an 
agent in Mississippi then as superintendent at 
Lake Charles, Ia., and later at Beaumont, Tex. 
His new field offers a great opportunity for the 
company, and it is anticipated that Mr. Meador 
will be very successful in building up its in- 
terest there. 


New Colorado Commissioner Gets 
Instructions 

Governor Shoup, of Colorado, has instructed 
the new cemmissioner of insurance, Jackson 
Cochrane, to investigate matters connected with 
the criticisms of the Mountain States Life In- 
surance Co., of Denver, and the insurance rating 
expert chosen by the governor, C. T. Fertig, 
and so execute any laws applicable to the con- 
ditions found, without fear or favor. 

Metropolitan Plans Completed 

The plans of the Metropolitan Life Insurance 
Company for opening a health and accident 
department are virtually completed and the de- 
partment will therefore become active in a 
short time. Non-cancellable policies will be 
issued as well as other standard forms. 

National Temperance Life Organizing 

The National Temperance Life Insurance 
Company is in process of organization at Chi- 
cago. Its capital is to be $100,000, and stock 
is to be sold at 250 per cent. The company will 
Write voluntary abstainers only. J. D. Knapp 
is the principal organizer. 








INTERESTING BRIEF IN ARKANSAS 
CASE 


Ccmmissioner Bullion Gives Reasons for 
Adopting His Method of Computing 
Underwriting Profit 
The brief of the State in the appeal of Com- 
missioner Bruce T. Bullion in his case against 
the Aftna and other insurance companies, by 
which he is endeavoring to justify the paid 
basis for computing underwriting profit, is 
rather interesting to underwriters. This argu- 
nent is composed of 137 printed pages and is 

summed up as follows: 


There are but two methods. One method is called 
the incurred basis, which is the method appellees say 
is right according to their contention and should be 
adopted. Why should they not contend for the in- 
curred basis method, when in the fact of all the testi- 
mony in the case it is the one most favorable to them, 
has been in the past, is now and will be in the future, 
and if adopted will continue to take hundreds of thou- 
sands of dollars from the policyholders by way of ex- 
orbitant rates and dump it into the coffers of the 
investment end of the company, and from there into 
the pockets of the stockholders, thereby defeating the 
clear intention of the Legislature, which evidently in- 
tended, by the passage of this act, to enable future 
policyholders in this State to obtain the demanded re- 
lief—a reduction of insurance rates in the future. 
Under these conditions and circumstances it is but 
natural for most insurance companies to become so 
thoroughly wedded to their ideals—especially when 
their income is being distributed or materially touched 
—that they are easily led to believe that their method 
is the only correct one. And they rise up in solid 
phalanx and enter immediate and vigorous protest, if 
some humble citizen, business man of State insurance 
commissioner even intimates that their method is 
wrong, or that they should be supervised, restrained 
or restricted. And this belief, being contagious and 
highly infectious upon the slightest exposure, it is but 
natural and reasonable to suppose that their agents 
and employees have grown up to believe, and have 
educated to believe, that the incurred basis is the only 
method. 

The other method is called the ‘‘Paid-for Basis,” 
and is the one adopted and used by the commissioner, 
being based on actual premiums received for five 
years, actual losses paid for five years, and actual ex- 
penses paid for five years. 

Upon comparison of the two methods before the 
court for determination, it can readily be seen that 
the principal difference between the two methods is 
the use of net premiums received as against premiums 
earned, actual losses paid as against losses incurred, 
ind actual expenses paid as against expenses incurred. 

The commissioner contends that the paid-for basis 
is right and equitable and should be adopted for use 
when the only question is one of what a future rate 
shall be. He is backed up and supported in his con- 
tentions by the insurance officials of the States of Ken- 
tucky, Missouri, Oklahoma and Minnesota, who, like 
the appellant but unlike the appellees, have no financial 
interest involved or at stake. They had no other in- 
terest in this question but the determination, through 
their technically trained and State-employed experts, 
of the most fair, just and equitable method of calcu- 
lating underwriting profits for the sole and only pur- 
pose of deciding what a future rate shall be. 

‘The insurance commissioner is only interested in the 
enforcement of the law as he finds it. He is not in- 
terested financially in the least in the outcome and 
final determination of this case. 

The insurance companies are. 

The commissioner is not influenced or swayed by 
collars and cents. 

The insurance companies are. They are looking 
after their own welfare and nothing else. 

We are confronted with two methods from which to 
select; one is highly favorable to the companies and 
highly favored by them. The other is more favorable 
to the State and the policyholders and, we contend, 
is provided for by statute. 
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Charles EF. Case, assistant manager of the 
North British and Mercantile Insurance in 
charge of its western business, left this week 
for a trip into the West. 

James H. Platt, local agent for the Bene- 
ficial Life insurance Company of Ogden, Utah, 
has established an agency and will write live 
stock and other insurance. The agency will be 
known as James H. Platt & Company. 

J. Edgar Lyons, Columbus, Ohio, State agent 
for the Camden Fire Association and _ presi- 
dent of the State Conservation and Fire Pre- 
vention Association, is seriously ill at a local 
hospital, following an operation for stomach 
trouble. 

H. J. Peiper, district agent for the Volunteer 
State Life Insurance Company at St. Augustine, 
I"la., was painfully injured in an automobile 
accident last week. Mr. Peiper has been con- 
fined to his home for several days as a result 
of the accident. 

R. W. McAllister, formerly superintendent 
of agents for the Jefferson Standard Life in 
Mississippi, under the agency of Ratliff & Brad- 
shaw, has signed a contract with C. H. Thomp- 
son, general agent for the Reliance Life. Mr. 
McAllister is now representing the Reliance in 
Hinds county, Mississippi. 

E. F. Mills, general agent for the North- 
western Mutual Life Insurance Company at 
Salt Lake City, has resigned in order to devote 
his time to personal business. Mr. Mills has 
been in charge of the Salt Lake district of the 
company for thirteen years. He will be suc- 
ceeded by Fred H. French. 

W. E. Manning, local agent for the New 
England Mutual at Chattanooga, Tenn., is 
justly proud of his October record. He paid 
for $50,c00 new business, thereby entitling him 
to mention in the group of the company’s lead- 
ing producers. Mr. Manning is also proud of 
the fact that he holds a record of thirty-seven 
weeks of consecutive weekly production. 

Charles C. Dominge, chief inspector of the 
Great American Insurance Company, will lec- 
ture before the Insurance Clerks Association 
of the Springfield Fire and Marine Insurance 
Company, Springfield, Mass., on “Building Con- 
struction.” Mr. Dominge is an authority on the 
insurance phases of this subject. He is co- 
author with W. O. Lincoln of “Fire Insurance 
Inspection and Underwriting.” 


Dr. Stevenson is Now Second Vice-= 
President 

Dr. John A. Stevenson, since July 1, 1920, 
third vice-president of the Equitable Life As- 
surance Society of the U. S., New York, has 
been appointed a second vice-president of the 
society. Dr. Stevenson has had charge of the 
society's educational program, and will continue 
to carry on that work. The announcement of 
his advancement will be received with pleasure 
by the agency force, by most of whom Dr. 
Stevenson is known personally. 

H. Bruce Meixel Promoted 

H. Bruce Meixel, at a recent meeting of the 
board of directors of The Grand Fraternity, 
was elected secretary of that society. This 
honor was well merited by Mr. Meixel after 
thirteen years’ service, first as deputy, later as 
secretary to President Frederick Gaston, and 
still later as assistant to the president in man- 
agement of the field work. 
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GENERAL CASUALTY 
and SURETY INSURANCE 


Workmen’s Compensation, Automobile, 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY CO. 


INSURANCE 
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wes ELMER H. DEARTH, President 


606 Woodward Ave., Cor. Congress Detroit, Mich. 








The Farmers and Bankers 
Life Insurance Company 
Invites Inspection—Inquiry of Integrity 


It Issues 
POLICIES THAT ATTRACT 


And maintains a relationship with its'Agents'that creates 
a genuine spirit of loyalty between Agents and Company, 


HOME OFFICES: WICHITA, KANSAS 














SOUTHERN LIFE AND HEALTH INS. CO. 
‘“‘Oldest and Best’’ 


Has openings for good debit men and business 
producers. 
P. O. BOX 884 BIRMINGHAM, ALAe 


EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Thes. F. Daly, President __DENVER, COLORADO 











ALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, Presipent. 


Agents desiring to conncct themselves with a solid and progressive, yet conservative 
Life Insurance Company, an address S. D. Powell, Secretary, giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive forms 
of policies. 


SALARY AND COMMISSION 


To travelling Special or high grade Local Agents, in Indiana and Michigan, who want 
the best there is to sell, in the Accident and Health line, to the Preferred class of risks. 
Principal Sum $5,000.00 with $25.00 a week for any disability. Premium $10.00 per 
quarter. Home oflice connection with thoroughly experienced men who not only 
know how but do co-operate. 


INCOME GUARANTY CO., 





South Bend, Indiana 








YOUR CHANCE 


To-become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box I117, 
New York City. 





MISSOURI LIFE AND ACCIDENT 
INSURANCE COMPANY 


of St. Louis, Mo. 


Paid-up Capital $100,000.00 
Admitted Assets Dec. 31, 1920, $307,412.00 


Policies Issued on the Weekly Plan Only 
W. A. JOHNSON, Pres. J. A. WALKER, Secy. 

















HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 

The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483, 100—a gain for the year 1920 0f nearly $27,000,000. 
The insurance effected during the year was nearly 
$43,000,000. The amount paid to policyholders 

during the year was over $4,196,000. 

FOR AGENCY APPLY TO 


GEORGE W.. MURRAY, Superintendent of Agents 
256 Broadway, New York 














WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI, WEST VIRGINIA 


Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. Ii 
your record is clean and you can furnish evidence of your Ability as a 
Personal Producer, your application will be considered. 


Address S. W. GOSS, Vice-President 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookerv, Chicago 











W. E. SMALL, President 





When Insured in Georgia Casualty Company 


You Are Sure O,; _ — Everyone Is 


Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 


E. P. AMERINE, Secretary 
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